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‘“ GOOD DISPLAY SELLS MORE BRUSHE; 
$ WOOSTER ANNOUNCES “BLESSED EVENT’ 
WAR THREATENS BRISTLE SHIPMENTS 
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JAPS TAKE ANOTHER TOWN! — Marching feet of 


armies tread roadways over which pure Chinese bristle 


\/ for Wooster Brushes has been moved until recently. But, 
in spite of war and danger and delays, Wooster representa- 
tives have been successful in pushing through shipments 
to maintain the high quality of Wooster Brushes. 
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“DOUBLES BRUSH SALES!’ Smart merchandiser 
is J. C. Blaser, Cleveland hardware store owner. No 
hidden stocks, no big in- 
ventories for him! He likes 


~ 


“HAND-MADE PERFECTOS’’ — Every brush that bears 





the Wooster Counter ; 
Sampler, displaying a con- the famed Wooster trade-mark is made by hand, by the “ 
denned line of 26 fast-ccll- most skilled labor, in plants where ideal working condi- 
ing brushes. Other units tions prevail and good wages are paid. Many Wooster 
in the Wooster 3- Point workers have been on the payroll as long as thirty-five 
years! Proof of satisfaction ... proof of experience! . 


Merchandising System are 
(left) the Wooster Swing- 
ing Sampler (right) the 
| Wooster Variety Vender. | 
1 Ask your jobber to show 
| them to you! 








THE WOOSTER 3-POINT MERCHANDISING 
SYSTEM...FOR SELLING 





OUR NEW BABY!— We've already announced the 


rOSSSET arrival of the new Wooster Lindbeck Angular Sash Tooi 
ER Leas | to more than 225,000 painters and decorators. It’s radically 


new... cuts clean at the glass line, traces evenly and 


neatly around the fanciest hardware or trim, saves up to 


THE WOOSTER BRUSH COMPANY half the tracing time. You'll have calls for it! Better order 


WOOSTER OHIO a stock from your Wooster jobber right now! 
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WHAT? 


ORDER SCREEN 
DOOR CLOSERS 
IN JANUARY ?? 


















! YALE 


SCREEN DOOR 
CLOSERS! 


Because NOW is the time to get ready 
for Screen Door Season Sales and Profits 
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You can’t plan too early to cash in on a money-making winter, where we are writing this advertisement, Spring, 
opportunity that is coming at you so fast. Right now with its garden tools, lawn mowers, and SCREEN 
in many sections of the country it és screen door season. DOORS, is only a few short months away—little enough 
In other localities summer is peeping around the cor- time for the hardware merchants to prepare to make 
ner. Even up here in the middle of a New England the most of it. An early start means better business! 


YALE OFFERS THESE THREE FINE MODELS To Meet All Demands of Your Trade 





No. 504 — Spring-pneumatic type, with concealed spring. Wrought steel 
tube, heavy wrought steel brackets. Right or left hand. Can be applied 
only inside between doors. Suggested retail price $1.25. 





No. 570—Liquid type, made like the larger YALE 

a Door Closers, but lighter. Can be used on doors 
No. 506 — Spring-pneumatic type, with seamless brass tube, heavy duty of either hand without reversing. Brown lacquer 
steel wire visible spring. Right or left hand. Can be used inside between finish. Packed with a template, easily applied with 
doors or outside. Packed with wrench and directions, easy to apply. ordinary tools. Suggested retail price $4.50. 
Suggested retail price $2.00. 





No Sir! it Is NOT Too Early 


SEE YOUR JOBBER OR WRITE TO US 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONNECTICUT - U.S. A. 
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when You Sell 


The wholesaler likes to fill your order for chains 
made by American Chain. He knows the transaction 
will be mutually satisfactory because every number 
in this line combines quality and integrity with 
economy. You can’t find better quality, or a finer 
background of fair dealing, or chains that give bet- 
ter service for the price. 

Your customers, too, feel safer when they buy 
chains made by American Chain. People have known and used Weed Chains and 
other American Chain products for many, many years. On farms, in factories and 
homes there is a respect for this name which makes it easy to sell the products so 
identified. 

The popular sellers are attractively packaged for your convenience and for dis- 
play value. On the opposite page is illustrated the new ACCO rack which contains 
an assortment of seven chains most widely called for. 








TH IS MON TH —Move your ACCO Chain stand into a prominent 
spot, where it will attract attention. You’ll be surprised how many customers will 
handle the different chains and decide to buy some. Don’t neglect Weed American 
Bar-Reinforced Tire Chains and ACCO Towing Chain. Other sure-fire American 
Chains for mid-winter are ACCO Proof and BBB Coil, Elwel Twist Link Truck, 
Elwel Passing Link Chain. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


ad 
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NO. 38 
AMERICAN CHAIN 
SALES MAKER 


Order this fast-moving 
assortment of chain, 
complete with Sales 
Maker Stand, from 
your wholesaler today! 
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Your 
FOR DOORS 


AND SALES! 








This new and better ILCO Door Closer 
will swing business your way this season! 

It closes sales with a bang because it closes 
doors without a bang. It has everything the 
customer wants: extra power, extra durability, 

new features everywhere. And it’s amazingly con- 
venient: installed in a jiffy on screen, storm or com- 


bination doors, for right or left hand closing. 


There’s a lot of other big selling points too: a larger, 
sturdier barrel . . . . weather resisting gun metal finish 

... specially processed spring, enclosed for protection and 
eye appeal... . improved, positive adjustment .. .. and most 
important to your customer, this is the easiest and simplest 


closer to install on any application, inside or outside, right 


or left hand. 











ILCO KEY 

BLANKS 

See us first. We 
maintain an ex- 
tremely large as- 
sortment at all 
times, and can 
fill orders from 


stock. 


This is the first big all-round advance in door closers in a 
decade. It was needed! Your trade wants it, and you can 


sell it at an attractive price—with profit. Send for full 








details today. 


q1(O INDEPENDENT 





Iico No. 3002 


HOW. LOCK COMPANY 


Fitchburg, Mass. 


Branches in all Principal Cities 
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OU’LL get to Profitown faster and 
more surely if you take the 
















And no extra fare! Get aboard and go 
places with General Electric in 1938— 
it’s another G-E year! 


In General Electric Appliances you 
have a complete line—headed by the 
popular Triple-Thrift Refrigerator that 
is the sales sensation of the year. Every 
General Electric product has been 
proved by performance—and is iden- 
tified by the famous G-E monogram 
familiar to practically every wired 


The COMPLETE Jine of electrical appliances—every one proved by performance 


‘THE MAIN 


MAINLINE. No detours. No stopovers. 











7_ 


home in America. It’s a great name 
and a great line of products. 





This year G-E sales features are even 
more attractive, prices even more flexi- 
ble, and promotion even more helpful 
than ever. G-E is years ahead — while 
others experiment General Electric 
perfects. See the new 1938 line of G-E 
Refrigerators, G-E Ranges, G-E Electric 
Sink (with Dishwasher and Disposall), 
G-E Washers, G-E Ironers, and the G-E 
“packaged” commercial refrigeration 
products. General Electric Company, 
Appliance Div., Nela Park, Cleveland, O. 








STANLEY TRACK and HANGERS 








[ STANLEY ] 
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3 SIZES MEET ALL NEEDS 


FOR DOORS UP TO 1000 POUNDS 


You need sto¢k only three sizes, X, Y, and W, of Stanley No. 2641 


Track and No. 2650 Hangers for all common sliding doors weighing 

STANLEY up to 350, 700 and 1000 pounds, respectively. This means that with 

“HOLD - FAST” a minimum stock investment you can meet the demands for practi- 
: cally any sliding door. 

TRACK CLAMP Stanley Hangers have accurate two-way adjusting nut, ball 





bearing swivels, and roller bearing wheels. 
Stanley Track carries the hangers inside, protected from weather 
Stanley Track in sections convenient for you and dirt. Straight pieces are made ‘“‘straight as a die”. Curved 


to stock, becomes virtually a one-piece unit pieces are supplied with 90° turns, others on order. Send for catalog 38. 
of any length when bound end-to-end 


‘ with Stanley “Hold - Fast’? Track Clamps. THE STANLEY WORKS — NEW BRITAIN, CONN. 


STANLEY HARDWARE 


for (arefree Lor 
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THIS Hew 
WAY TO 


CUTLERY 
SALES 





ORGE CUTLERY 


mS TAY § 


NEVER BEFORE HAS THERE BEEN OFFERED SUCH SENSATIONAL 
VALUES IN HIGH QUALITY CUTLERY WITH SO GENEROUS A DEAL 


GENEVA FORGE A,X COUNTER DEAL 


SIXTY SELECTED PIECES OF EVERYDAY SELLERS 


Every knife is an outstanding sales item. All knives are made from genuine stainless 
steel or tested carbon steel. Large brass rivets. Polished genuine cocobolo handles. 


Sell For 
6—No. All45 Paring Knives, Stainless Steel, Clipper Point 10c ea. 
6—No. All15 Paring Knives, Stainless Steel, Gothic Point 10c ea. 
6—No. 243 Paring Knives, Stainless Steel, Clipper Point 15c ea. 
6—No. 244 Paring Knives, Stainless Steel, Gothic Point * 15c ea. 
4—No. 47 Vegetable Knives, Stainless Steel, Blunt Point 15c ea. 

ba a a 4—No. 147 Kitchen Knives, Stainless Steel, Spear Point 15c ea. oa + > 
4—No. 148 Utility Knives, Stainless Steel, Gothic Point 15c ea. 
6—No. 570 7” Butcher Knives, Stainless Steel, Swaged 25c ea. . 
6—No. 680 8” Slicer, Stainless Steel, Swaged 25c ea. 
4—No. 097 7" Butcher, Carbon Steel, Swaged 35c ea. 
4—No. 098 8” Butcher, Carbon Steel, Swaged 35c ea. 
4—No. 0108 8” Slicer, Carbon Steel, Swaged 35c ea. 


YOU INVEST ONLY $8 ...YOU TAKE IN $12 


AND YOU ESTABLISH A REPUTATION 
FOR VALUES. 


FILL OUT THIS ORDER AND MAIL TO US> 
WE WILL SHIP THROUGH YOUR JOBBER! 


GENEVA FORGE, INc. 


1949 N. CICERO AVENUE + CHICAGO 


JANUARY 27, 1938 





GENEVA FORGE, Inc. 

1949 N. Cicero Ave., CHICAGO, ILLINOIS. 
Please SHIP MO. ...0.cccccccccsees only deal(s) including free 
counter display in color, for which I agree to pay $8.00 each, 
f.0.b., Geneva, N. Y. 

















WIRE CLOTH 








Back in the “80's” when dealers bought wire cloth 
more upon experience than specifications, it was 
the habit of hardware men to say—“send me so 
tnuch of such a mesh, Cortland Brand” for then, 
as now, CORTLAND was the word for depend- 
able wire cloth. 





But 60 years of pioneering and progress have 
further enhanced the dependability of Cortland 
Brands. For example: 














CORTLAND GRAY-WICK 


@ Scientific alloying of Open Hearth Steel 
made in our own mills guarantee a corro- 
sion resistant and tough basic wire. 


@ Strict conformance to Bureau of Stand- 
ards wire sizes insure a screen cloth that 
is full weight and highly uniform. 





® Advancement in weaving methods and oS : 
improved coatings give added strength ARS CORTLAND 
and longer life. ‘ 


® Rugged protective cartons facilitate easy 
handling and attractive display. 


@ All standard widths, meshes and coatings 
promptly available through jobber stocks. 


We make a specialty of WIDE WIDTHS 
—above 48” to 72'’—painted, galva- 


nized and bronze. 
ULTRA- PREMIER 


These are some of the reasons why today thou- 
sands of dealers continue to standardize on 
CORTLAND Brand. Cortland is the word for wire 
cloth. Ask your jobber. 


OTHER WICKWIRE PRODUCTS INCLUDE: 








VY WIRE VY STANDARD AND CEMENT COATED NAILS 
V POULTRY NETTING V STAPLES 
VY HARDWARE CLOTH V WIRE RODS CORTLAND BRONZE 







isk for catalog 
Also Cortland Copper 
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NEW FREE DISPLAY 
GETS CUSTOMERS 
TO STOP, LOOK 


EW-strikingly attractive—neat—handy 
N —this colorful display gets more and 
more customers to buy two or more Winches- 
ter Hi-Power Super Seal Unit Cells right now. 

1. Points out the Winchester power-pro- 


tecting moulded Super Seal—that pre- 
vents accidental “shorting.” 


2. Points out the Winchester dated guar- 
antee of fresh hi-power. 


3. Tells the price. 
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PER § 


PATENTED 

















This new sales-making 
counter display is now the 
regular packaging for all 
Winchester No. I511 Hi- 
Power Super Seal Unit 
Cells. Always looks bright 
and inviting—you get anew 
one with every 48 batteries. 














Holds enough counter stock for brisk selling 
that runs into volume. Big enough to get at- 
tention and do its stuff, yet takes up little 
space. Quick-folding, firm cut-out easel back. 
Folding wedge-shaped support tilts display 
at inviting angle. 

Place prominently near change or wrap- 
ping counter. Keep selling fresh (dated) 
strong (Hi-Power) Winchester Super Seal 
Flashlight Batteries in pairs and by threes. 








cFERS TH 


With the turning of the old year into the new, 
and with the rapid expansion of rural electrifi- 
cation to continue throughout 1938, running 
water will become more important and more 
sought after than ever before. 


Myers Water Systems—motor or engine powered 
—will again be tops with dealers the country over 
and thousands of them will be sold and installed 
in all sections of the country. 


If you are not a Myers Dealer, or are not familiar 
with the Myers line of Water Systems with its 
many advantages, write or wire us for catalog and 
complete information. 














— THE F.EMYERS & BRO.€o. oe 


ASHLAND, OHIO U.S.A. 


PUMPS-—WATER SYSTEMS —- SPRAYERS —- HAY TOOLS -DOOR HANGERS 
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KEYSTONE 


Non-Climbable 


FENCE 


S {| . For parks, estates, factories, cemeteries, 
4 j = yards, schools, airports and every other 
place where a substantial enclosure and attractive effect is 
required AT-LOW COST. Keystone Non-Climbable fabric 
figures well below chain link prices. It’s serviceable, prac- 
tical, neat in appearance. There’s many a place for it in your 
community. Comes in heights from 36 to 84 inches. Sell it 
by the roll—or, on request, we can furnish quotations on jobs 
complete with posts, pipe, gates and fittings. 





““Galvannealed”’ -- Copper Bearing 
Woven of the same long-lasting wire that has been Time 
Tested through many years of hard service on thousands of 
farms. Two weights—1214 or 11 ga. filler. Heights: 36, 48, 
60, 72 and 84 in. Put up in 100 and 1650 ft. rolls. 


Pen WD SHEA ED 


a ee DB) TO P es | Oe 
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KEYSTONE STEEL & WIRE CO., Dept. P, Peoria, Ill. 


L 


From the complete Keystone line of farm, 
poultry and ornamental fencing, steel posts, 


gates, nails, staples and wife. 


SEND FOR 
CATALOG 
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-when you display this new 
Heller “FILE SALESMAN” 


With this colorful, compact displayer, Heller 
has made it possible for you to bring files out 


( ‘ TA Fadler, Leaves a Smocther Funish of hiding... out to remind your customers they 
La ALA Longer need files. Sales follow! Reports from dealers 


everywhere prove it. In many stores the 
Heller “Big Five’ Assortment of NUCUT Files 
has actually doubled file turnover. It is bound 
to produce a neat extra profit for any store. 










































IT REMINDS ...AND SELLS! 


This new Assortment has no equal as an attention-getter 
..it is printed in red and blue colors, on extra heavy 
stock. It's a real salesman, too, not just a counter box or 
card of files. Individual Cellophane wrapping on every 
file invites inspection, as well as prevents damage fror 
handling and rubbing. 

It ‘‘talks’’. . . tells the sound reasons why the revolutionary 
Heller NUCUT Files are a better buy... tells the type, size, 
price. Then, it points out that—‘’Small Change Buys The 
Files You Need.” 

Mechanics, as well as handymen, respond to this display. 
It will pay you a high rent for alittle 9'2"x 1334" space on 
your counter. Order a Heller ‘Big Five’ Assortment from 
our local jobber, now. 


HELLER BROTHERS COMPANY 
NEWARK, N. J. * GOOD TOOLS SINCE 1836 


Plants at Newark, N.J., and Newcomerstown, Ohio 


NO LEFT-OVERS! 


You get 5 dozen NUCUT 
Files; all big sellers... 
12—6” Mill Bastard; 12— 
8” Mill Bastard; 12— 10" 
Mill Bastard; 12—6" Slim 
Taper; 12—6” Extra Slim 
Taper. 


FREE DISPLAY 
No extra charge for 
Cellophane wrapping 
on each file. 





HELLER NUCUT “WAVY TEETH’ FILES 


PATENT No. 2027039 
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NEW POWER 
packed into fresh 
Armored Top RAY-O-VAC 
The easiest to sell flashlight 


batteries. Dispenser complete with 48 
cells brings you $4.80 retail, cost $3.12. 


MENT CELL WAIT TILL THEY SEE HOW 
SWELL MY FLASHLIGHT 


works witH FRESH 
RAY-O-VACSY’ 
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1. jesigned BUILD EXTRA SALES 


FOR HARDWARE MERCHANTS 





Slew) Swi WONAX PETALWARE OFFERS 10 SUPERIOR FEATURES 


HERE’S your pre-tested way to extra sales in 1938 at 
full profit. Pre-tested because this Monax Petalware set 
was styled, packaged and priced so hardware merchants 
can win the profitable, staple business in dinner sets. 
Only Macbeth Monax Petalware gives you all these 11 
effective sales features: 

1. 32-pieces, priced for mass market sales 

2. Year ’round gift item 





6. Complete service for six people 

7. Beautiful blue-white color 

8. Includes popular cream soups and serving pieces 
9. Securely packaged for safe delivery 

10. Made by makers of famous “Pyrex” ware 


For full details of extra sales, at full profits and steady 
turnover, mail coupon today. 


MAIL COUPON FOR 








3. Popular petal design CORNING GLAss LOW PRICES 
4. Thin as fine china, yet unusually strong hg N.Y, WORKs 
5. Graceful handles Gocriece Meat details and pri 
1th minim, Met Ser. Af% On ( 
um t. quanti, 
Name. sad i Gone) : display ‘teaad 
Address, = ai 
W holes) ee ee 
CORNING GLASS WORKS ¢ Source eee oe - 
Corning, N. Y. Dimes: 
RETR, 
17 


JANUARY 27, 1938 

















OPEN ALL BEST 


crock : al | ae 


THE GUARANTEED ALUMINUM...A MIRRO PRODUCT 


S 








No. 12X5272 8-cup Percolator m* No. 12X5903 3-qt. 5-in-1 Pan Set 
SPECIAL TO DEALER, $9.70 DOZ. ‘ SPECIAL TO DEALER, $9.70 DOZ. 


4 in carton. Shipping weight 6% lbs. 4 in carton. Shipping weight 7% lbs. 


de 
or», 


No. woienregeia 6-qt. Covered Kettle RUyY FROM No. weer st? yy bees Set 
SPECIAL TO DEALER, $9.70 DOZ. YOUR JOBBRER SPECIAL TO DEALER, $9.70 DOZ. 
4 in carton. Shipping weight 9% lbs. PRICES SLIGHTLY HIGHER SOUTH and WEST 4 in carton. Shipping weight 7% lbs. 


BEAUTIFUL GOLD PRICE LABEL ON EACH UTENSIL; DISPLAY CARD INCLUDED IN EACH CARTON 





4 — 
MANITOWOC A Vanuflbedturing any WISCONSIN | 
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Profit Enemy Number | is the top-heavy 
inventory! But you've shackled the crimi- 
nal, need no longer fear his raids on your 
tool department, once you standardize on 
the world-famed Wood's line of shovels, 
spades and scoops. 

Instead of a motley collection of strap 
weld, solid shank and hollow backs, you 
will have a complete line featuring the 
unusual Closed Back, exclusive to 
Wood's! And you don’t need a G-man to 
discover the advantages of this construc- 
tion. You'll immediately recognize that it 
affords the additional strength of one-piece 
design. You'll realize that the smooth 
underside will never clog with materials, 
therefore, will speed production on every 
job. And shovel buyers will see too 


But it is not a lone feature which makes 
Wood's the line of exceptional turnover. 
There’s the Turned Shoulder which 
gives super-bracing to the blade, which 
forms a wider, more comfortable foothold 
for the worker. There’s the Tapered 
Socket, easier to grasp, providing perfect 
balance for the tool. And, for the customer 
who wants the toughest, hardest-wearing 
shovels ever built, there’s the Big Fist, 
Wood and Stuart models with blades and 
shanks Heat Treated ! 

Set out to nab Profit Enemy Number 
1! Your first move is to call the nearest 
Wood's jobber today . . . to tell him you want 
complete details on Wood's, the fastest- 
selling, most seldom inventoried line of 
shovels, spades and scoops in all the world! 


“© AND SCOOPS - 
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1. CLOSED BACK—Smooth and non-clog- 
ging; strong one-piece design. 

2. TURNED SHOULDER—Stiffens blade; 
wider, non-cutting foot rest. 

3. TAPERED SOCKET—Comfortable 
handhold; greater strain resistance. 

4. HEAT TREATED — High-grade steel 


ecomes still harder, longer-wearing. 
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LICENSE LAW:- 


Sponsored by Senators O’Ma- 
honey and Borah the proposed li- 
censing law appears as another 
threat of government interference 
with business. The law would re- 
quire all interstate business to be 
operated under a special federal 
license under certain wages and 
hour rules and other regulations 
would be imposed. The law 
would also provide federal incor- 
Its chief threat would 
be to the public pocketbook, for. 
if passed, such an arrangement 
would create a new and powerful 
bureau with more public payroll 
jobs and would be attended by the 
other high costs that enter into 
all governmental projects. 


porations. 


NATIONAL GRANGE:— 


The National Grange, 
farm organization, seeks immedi- 
ate repeal of the Tydings-Miller 
Law and opposes generally ex- 
isting state fair-trade laws. At its 
annual convention last month in 
Harrisburg, Pa., this body went on 
record as condemning any and all 
price control com- 
plaining that such laws and the 
practices showed lack of under- 
standing of the public’s interest. 
The farmers have been. the most 
favored group with respect to the 
distribution of government funds 


potent 


legislation, 


and they have been given frequent 
and extensive public aid at huge 
cost. It would, therefore, seem 
inconsistent for them to seek to 
curtail the Government’s efforts 
to improve the lot of the inde- 
pendent retailer. It would be well 
for dealers to talk this matter 
over with their farmer friends 
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Just Among 
Ourselves 


HARLES J. HEALE 


Editor, Hardware Age 


and customers in view of the fact 
that the National Grange plans to 
have action toward fair-trade law 
repeal, etc., and will work through 
the numerous state units which 
comprise its national body. 


SUPER-MARKETS:— 
Chain store tax laws are seri- 
ously affecting chain store opera- 
tions in many states. From Lou- 
isiana comes the 
A. & P. has opened a new and 
larger type of super-market estab- 
lishment in New Orleans to take 
the place of six stores that have 
been closed to avoid the tax. This 
super-market will broaden the 
normal A. & P. activities to in- 
clude a full drug store depart- 
ment, and possibly many hard- 
ware store lines. Coincident with 
this announcement comes word that 


report that 


chain cigar stores, in the larger 
centers, will follow suit adding a 
wide variety of lines in their large 
corner stores so that they wil! vir- 
modified 


tually be department 


stores. If this practice spreads 
there will be a new angle to chain 
store competition with the inde- 
pendent retailer deriving a doubt- 
ful benefit from chain store tax 
measures. Having huge resources 
and large organizations the chains 
are in a position to counteract 
such tax measures by having these 





super-stores take the place of six 
or more smaller units. This will 
serve to cut down the number of 
chains but will not necessarily in- 
dicate an equal decrease in rela- 
tive volume. There is also the tax 
revenue angle to be considered. 
Tax laws are seldom repealed. 
Politicians favor increased tax 
revenues and if the chains consoli- 
date into fewer stores and the tax 
money declines, there is decided 
possibility that chain tax laws may 
broaden into general retail store 
tax laws. 


ENTHUSIASM:— 

There is no single characteristic 
quite as refreshing as enthusiasm 
for one’s job, particularly that 
kind of enthusiasm which radiates 
the spirit of a pride in belonging 
to a business organization. Eu 
route to Chicago last week, we 
were impressed by the conductor 
of Pennsylvania’s “General” as he 
distributed circulars announcing 
an extension of that  railroad’s 
electrically - operated 
which now reaches from New 
York to Harrisburg. This con- 
ductor was beaming with pride 
and enthusiasm for his railroad. 
He said “WE are proud and 


pleased to announce this further 


system, 


expansion of our electrification 
program” and proc eeded to inter- 











CASH | ON THIS AMAZING GUARANTEE 


TO CONSUMERS! 


DOUBLE 


YOUR MONEY BACK! 


IF YOU DON'T SAY EVER GREEN IS THE BEST NON-POISONOUS 
GENERAL GARDEN INSECTICIDE YOU HAVE EVER BOUGHT ! 








You may think this sounds crazy! But we know Ever 
Green is so powerfully effective, yet safe and easy to 
use, that we can afford to make this startling guarantee 
to consumers. And you can bet it won’t sound crazy 
to your customers. They'll know a garden insecticide 
must be good to carry such an absolute guarantee. 


ALREADY A FAVORITE 


Already Ever Green is sold by more dealers and used 
by more consumers than any other non-poisonous plant 
insecticide. Because it kills many common varieties of 
both sucking and chewing insects, it is the only plant 
spray most home gardens need. One of the few that 
all smart dealers stock. 

This season more will choose Ever Green than ever 
Ever Green to customers be- before... because of this amazing, money-back guar- 
cause it's NON-POISONOUS antee ... because Ever Green is nationally advertised 


when sprayed! SS = and known... because dealers everywhere display it. 
ORDER NOW! 


Get your share of this extra business. Ever Green is 
highly profitable. This big guarantee makes it a ready 
seller. So place your order now. If your jobber can’t 
supply you, write— McLaughlin Gormley King Co., 
Minneapolis, Minnesota. 


IT’S SAFE to recommend 














BIG PROFIT FROM LITTLE COUNTER SPACE 


36% PROF! for a 3 by 414-inch counter space. 
0 That’s what Ever Green pays dealers. 
That’s what the new handy 6-package display carton mea- 
SN sures. But it will compel attention and pile up sales—bring 









you your share of this extra highly-profitable business. 


EVER GREEN (7:2 SPRAY 





THE BIGGEST SELLING NON-POISONOUS PLANT INSECTICIDE 
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est each passenger in what he en- 
thusiastically said was typical 
Pennsylvania Railroad 
siveness. The railroad was un- 
doubtedly part of his life and he 
regarded himself a part of the 
railroad. He had a spirit of part- 
nership in his enthusiasm for his 


progres- 


job. It was not so much what he 
said but the way he said it. My 
companion read the circular in its 
entirety and so did I. We each re- 
marked that this man’s enthusiasm 
was infectious and in marked con- 
trast to the too common indifter- 
ence that many big company em- 
ployees express in their every 
move. All successful organiza- 


tions depend upon enthusiasm 
among their employees as a prime 
factor in keeping the business suc- 
This is particularly true 
daily 


cessful. 


among employees whose 
work brings them in direct con- 
tact with the customers. People 
respond to enthusiasm and _fre- 
quently like or dislike a railroad, 
store or line of goods because 
their contacts with even the most 
minor employee reflects either an 
interested attitude or a spirit of 


indifference. 


“FOUNTAINEERS’”:— 

This is to be the new name of 
the familiar soda-jerker in the 
r store. The name 

lacking 


a drug trade paper 


corner drug 
“soda-jerker” sufficient 
dignity. ete., 
sponsored a contest to determine 
a more impressive title. “Foun- 
taineer’” won first prize. In the 
order named the next four choices 
are “fountician, soda chef, foun- 
tain salesman and fountainist.” It 
certainly has a fancy ring to it. 
Life is daily becoming more com- 
plicated. Real estate agents are 
realtors, barbers are beauticians. 
head waitresses are hostesses, ho- 
tel room clerks are greeters, ete. 
Perhaps hardware men need a 

The expres- 
clerk” 


accurate. 


new and fancy title. 
never 
“Retail 


is a better designation 


sion “hardware 
seems quite 
sale sman” 
and more in keeping with the na- 


ture of the duties they perform. 


SUNDAY CLOSING:-— 
Colorado’s Supreme Court has 


voided a 25-year-old Sunday clos- 
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The court held that it 
was discriminatory 


ing law. 
because it 
permitted drug stores to do a Sun- 
day business but denied grocers 
and other retailers the same priv- 
ilege. The drug stores have al- 
ways had an unfair competitive 
advantage in view of the fact that 
they are usually open seven days 
a week. This is increasingly un- 
fair in view of the trend toward 
general merchandise so noticeable 
in most drug stores. Practically 
all sections of the country have 
local or state laws which require 
Sunday closing for retail stores 
but these laws always provide an 
exemption for the drug trade. 
Many such laws specifically re- 
strict Sunday sales to medicine 
and related sundries which may 
be needed because of sickness or 
accidents. and admittedly these 
should he readily available. But 
anyone who has ever visited a 
drug store on Sunday knows that 
such health requisites represent 
but a minor factor in the day's 
With drug stores 
selling cigars, candy, cosmetics. 


total business. 


cutlery, sporting goods, paints. 


auto accessories and almost ev- 
ervthing but clothing the compe- 
tition from this source is hecom- 
ing more serious all the time. It 
would he appropriate to revive 
Sunday closing laws. as most of 
them are inactive and almost for- 
gotten. In_ the 
drug stores are open all the time. 


mid-west chain 
24 hours a day for seven days a 
week and sell all kinds of things 
often at severe cut prices. This 
definitely constitutes unfair com- 
petition and should be curbed by a 
coalition of independent retailers 
fields whose 
should he effective in 


reviving Sunday closing laws. 


in all combined 


strength 


LEGAL ACTION:— 

New Jersey druggists are plan- 
ning group action in court suits 
against price-culters whose prac- 
tices injure drug trade profits. Al- 
though retailers cannot agree to a 
consumer price they can combine 
to sue the violator of an estab- 
lished resale price, according to 
their legal counsel’s statement on 
the subject. He says that such 
joint action will reduce costs to 


the individual who is suffering a 


loss of business because of price- 
cutting and will always give the 
strength that added numbers pro- 
vide. 


HOUSEWARES:-— 


Always an important part of 
retail hard- 
ware stocks, housewares offer to- 


hoth wholesale and 
day one of the most attractive 
lines in the hardware field. The 
large Housefurnishings Shows in 
Chicago and New York always at- 
tract a great many hardware buy- 
harmony 
non-competing 


ers, Color programs 


among manufac- 
turers have helped make this line 
therefore. 


more colorful and. 


more salable. Complete modern 
kitchens in special color combina- 
tions have inspired the sale of new 
homes and many old homes have 
been rejuvenated by this method. 
Add to this the color possibilities 
of the new builders’ and cabinet 
hardware lines and vou find that 
the ageressive hardware merchant 
possesses a real sales opportunity. 
The other day a real estate agent. 
a neighbor of mine, told of some 
prospects who had been displeased 
with every house he showed. 
Finally, in desperation, he took 
them to the last one on his list. 
which happened to be the oldest 
house of all. The 
showed little interest) until they 
reached the kitchen. 
my friend, the owner had recently 


prospects 
Unknown to 


spruced up the kitchen with col- 
ored hardware, fresh paint, mod- 
ern cabinets, sink and accessories. 
The stfm streaming in the window 
enhanced the color scheme con- 
siderably. One look at that 
kitchen and the sale was made. 
My friend said. “You could have 
knocked me over when they said 
they would take the house. I had 
about given up hope of ever sell- 
ine these people anything.” This 
real estate man is) planning to 
uree other clients with olde: 
houses to make them salable by 
adding modern kitchens and. if 
modernize: 


possible, improved 


colorful bathrooms. Here is a 
splendid idea for hardware men. 
Canvass your real estale agents 
and talk to them about their older 
houses. A couple of hundred dol- 
lars will work magic on even an 


old house and speed up the sale. 
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By ADON H. BROWNELL 


Chapter 19—Intermediate Course 


Trim for Mortise Locks 


OW that you have a gen- 
eral outline of the stand- 
ard locks used in resi- 

dential work, it might be well to 
take up the trim for these locks. 

First, in this subject for con- 
sideration, are the door knobs. 


Round metal 
knob and 


rose. 





These can be obtained in all the 
various base metals we studied in 
Chapter 13. 
colored or opal, are also often 


Glass knobs, clear, 


Octagon glass 
knob and rose. 





used. Cut glass knobs are not in 


as great demand as in former 
vears but are obtainable in many 


Wood knobs 


are seldom used today. 


interesting designs. 


Cut glass knob 
and rose. 





black, 


The jet 
brown knobs (pottery knobs gen- 


porcelain on 


erally describes them) have faded 
fast in the hardware trade save 
where they are used on cheaper 
rim lock sets. 

Hand-painted porcelain knobs. 


however. have heen revived and 
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many beautiful results may be ob- 
tained in this type of knob. 
Now for the shapes of the knob 


tops. Octagon and fluted glass 


Oval metal 
knob and 
rose. 





knobs are popular. Oval knobs 
are in limited demand, for with 
the exception of glass knobs prac- 
tically all knobs used are round 
in shape. Knobs can be obtained 
in a variety of odd shapes from 
some manufacturers—square, ob- 
long, ete., but it is a rare excep- 
tion to see such shapes used. 
Knobs are fastened by various 
methods to the knob spindle which 
passes through the lock hub and 
vou should know these various 


methods. 


= __siLeft: Side knob screw. 
, 3 Right: Grub screw. 
—=, 


The two most common methods 
include the straight spindle side 
knob screw type illustrated below. 





Side knob screw spindle. 


The adjustment for various thick- 
nesses of the door is made by 
means of the holes in the spindle, 


This is the 


plus knob washers. 
cheaper type. 


Round washer. 


The next most popular is the 
set screw type. The spindle is 
threaded, adjustment being ob- 
tained by turning the knob up 
to the desired length and holding 





Threaded spindle grub screw. 


it in place by one or two grub 
Screws. 

Yale & Towne, in many of their 
sets, use the triplex spindle, a 
spindle composed of three pieces. 
The knob is slipped on to the 
spindle to the required length and 
is fastened tight by means of a 


grub screw against one of the 





Triplex spindle. 


pieces of the spindle, wedging it 
tightly other 
pieces. 

Many manufacturers have used 
other methods, but the highest 
priced among the other generally 
previously 


between the two 


accepted 
described is called the screwless 
type. The knob is pinned fast at 
one end of the spindle to the spin- 


types not 


HARDWARE AGE 
















dle by means of a pin rivetted 
through both knob and spindle. 
On the other end the spindle is 
threaded, adjustment being ob- 





Threaded spindle screwless knob. 


tained exactly as in the case of 
the standard threaded spindle, but 
instead of a grub screw there is a 
collar which is threaded tight to 
the knob top by means 
wrench. No screws are 
hence the name “screwless.” 

While discussing the matter of 
spindles it might be well to warn 
the beginner to consider carefully 
the diameter of the spindle. The 
5/16 in. size is generally used 
36 in. 
Some manufacturers use a 516 
in. spindle bushed up to *%¢ in. at 
the lock hub. On front door cylin- 
der locks at least one manufac- 
hub on the 
outside and a 5/16 in. on the in- 


of a 
used. 


on many cylinder locks. 


turer uses a %@ in. 


side. Watch carefully, when order- 
ing knobs, to be sure that you 
have the proper sizes specified. 
The shank of the knob. the part 
receiving the spindle and fastening 
to the top of the knob. is also made 
ways. You 
will find some knobs with wrought 
tops and wrought shanks. others 
with 


in various different 


wrought tops and cast 


The comparative chart 
on trim for the mortise 
locks appears on the 
next two pages. Chap- 
ter 19 continues on 
page 28. 
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Round lever 
handle and 
rose. 


shanks and the highest type of all 
the cast top with cast shanks. 
In the comparative schedule ac- 

companying this chapter there has 

been no attempt made to describe 


Hexagon lever 
handle and 
rose. 


all kinds of knobs. It would be 
too difficult to understand and 
too long to publish. Only the 
more commonly used knobs are 


Scroll lever 
handle and 
rose. 


listed in this schedule. Consult 
vour sources of supply for those 
types most commonly 
vour territory. 


used in 


One of the best builders’ hard- 
ware men I ever knew described 
lever handles as “a necessary evil 
in the builders’ hardware busi- 
ness.” They are, I think, just that. 
On narrow style doors nothing 
else can be used, at least on one 
side of the door, to carry the hand 
away from the casing. On some 
jobs they are used because of the 
period or design of the room. 

Fastened to the 
about the same manner as are the 


spindles in 


Drop ring. 





knobs previously described, they 
give the good builders’ hardware 
engineer one more detail to watch. 
The springs in the locks must be 
heavy enough to throw the lever 
handles back into place or auxili- 


Flush cup. 





ary springs must be provided to 
do that trick. 
Occasionally * 


drop rings and 





N 
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Trpe Metal Size Shank © pindle Top a — fo 2° = S 
E bo o4 = ks 
: G2 68 E 2 
a Os aaa ~ = 
Door Knobs Wrt. Steel 2 Wrought Straight Two Fiece | P1320 $10 1-9 1523 
Door Knobs Wrt. Steel 2 Wrought Straight Cne Fiece | P01326 $12 1-11 01419 
Door Knobs Wrt. Brze. 2 Wrought Straight Cne Fiece | 01326 B12 1-10 1419 
Door Knobs Wrt. Brze 2 Wrought Threaded One Piece | 01326C B122 95 T1-10 1419 
Door Knobs Wrt. Brze 2 Cast Threaded Cne Fiece 91326! .¢ AB202 T9-20 1419 
Door Knobs Cast Pr 2 Cast Threaded Cne Piece | 1326 A202 T9-20 1519 
Door Knobs Wrt. Br 2 Wrought Threaded One Piece 91328C B142 97 T2-10 1420 
Door Knobs Wrt. 51 2 ast Threaded One Piece 01328! .C T43-20 1422 
Door Knobs Cast Br 2 Cast Threaded One Pie 1322 T43-20 1921X° 
Door Knobs Gl Wrought Threaded Round 0213C OPF 405 GK56 412 
Door Knobs , 2 Wrought Threaded Octagon 0217C OER 606 GK44 44( 
Door Knob Glass 2 Wrought Threaded Fiuted 0115C OMH 906 GK54 4if 
} 
| 
Lever Hendles ( Brze 2 Cast Threaded Round 31 A45LXA34R T46 LH 211! 
Lever Handles Cast Brze. 2 Cast Threaded Hexagon | 49 T44!.LH 1001X 
Lever Handles Cast Brze. 3! Cast Threaded Scroll | T54 LH 101! 
=| 
Flush Cups Cast Brze. 2! Threaded | 1688 A909 2!. Flush Cup 
| 
Closet Spindles Cast Iron Threaded Flush | P32 05C 23 B515W 04' 
Closet Spindles Cast Iron Threaded T. Hdle. | P33 05T 515W 4 
Key Escutcheons Wrt.Brze. 1 Oval | 2501 B5400 50 41-26 256 
Key Escutcheons Cast Fon 1 Oval | 1506 A400 C41-26 266 
Key Escutcheons Cast Brze. 2 Drop | 2512D A9S80D C41-26 Prot. 266 
| 
Thumb Knobs Wrt. Erze. 1 T. Hdle. Oval 01513 X22 B5457 411C26TP 214 
Thumb Knobs Cast Brze. 1 T. Hdle. Oval 1533X22 A157 79 C411C26TP 214 
Thumb Knobs Cast Brze. 2! Oval Hdle. Cval! | 2100R A1400XA53 C411C26 Knob TP 0214 
Note—General description—sizes vary with manufacturers. 
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on Trim for Mortise Locks 


Note—While every care has been 


taken, we 


assume no responsibility for correctness of these 
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comparisons furnished by manufacturer. 
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2 3 =& | ges é e¢ 32 % & A eo aes we 
= oS oS 8 ° os os 38 7 = eos of 
2 a ne wos Zz As ms “ae n UV) nse ~= 
1523 9-9 52! 9222 9610', 921, P822!, 7385 02122! , 1342 $25 SKS22 
01419 9-11 §1! 9267 9536 931, P622!, 7384 02112', 1462 HS25 SKS12 
1419 9-10 71) 8536 93! P2622! , 386 2112!, 1762 SK12' , 
1419!. PW 74! 9174'!. 8536F 63! P4422!, 2386 2112!,C 1762F H25 SK12!,¢ 
1419PY 9-10 Threaded 9174°; 8535F 64!, P3322, 2387 2182! , 1622F D035 
1519 14-750 77', 9174 8650F 52!, P2122 2376 2142', 1842 3585 G35 
1420PW 8-10 74 9173',  8532F 62 P4421! , 2382 2112C 1772 H26 SK12 
1422 P3321?, C2382 2182 D034 
1921X1118 9174!, PC52 P2121 21375 2142 1620 3584 G34 
412 K9 23 9950 2180 9062 306! , 2112 PF2202 3214 47 DG0341 
440 138 9939 2164 262 1491, 2136 DF2202 3233 42 DG0540 
418 K7. 132 9946 2170 362 206! 2152 JF2202 3243 45 DG0542 
2119 9742 4485 1324 P2682 2061 2304 1159 104 913 
1001X1117'. 9741 4723 1924 2561 2076 2316 1129 107 
1018 455 4702 1938 2462 2772 2322 1154 XP953 
894 8841° . P1437 052 2711 83 1018 
047 703B 5C 264 4 17 7035 01929 P12 13', 285 
44 705W T05 266 9117 27 P027 7039 01933 13F 13 283 
2560 14-62 Ww4 1444 4753 DT601°, P1113!, 66!, 2501 710 F D812 
2660 14-62D C4 1508 8773 DN501°, P1128 66 2506 810 A G812 
2663 0118 1539 8891 §01D P1117 032 2612D 817 C XE823 
214( TP10 CB-4 9867 1109 DT662 P1468! , 066'. 2403B 118 36 DY1305! 
2145 TP10C CB-7 9871 1113! DN562 P1486 066 2423B 37 G1205!. 
02148 TP20C TB-7 9876 1102 DT678 P1473 1294 2100R G564). 
Note—Where no manufacturing number given they do uoi make that particular trim. 
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flush where 


there is not sufficient room for a 


knob or handle. Closet 


cups are required 


lever 





Closet spindle flush. 


spindles are used on the closet 
side of closet doors, very often 
for the sake of economy. 





Closet spindle turn handle. 


“Sectional trim” is a term you 
should know. It means using a 
knob with a knob rose under it 
and a separate key escutcheon. 
[ think the illustrations in this 
chapter will amply describe what 
I mean. The knob rose is usually 


Key escutcheon, 
plain. 





screwed directly to the wood but 
some types used have the screws 
concealed. 


The escutcheons (key plates) 


Key escutcheon, 
drop. 





are either plain or drop type. The 
drop type covers the kevhole when 


the key is not inserted. Another 


Thread escutcheon. 


type, seldom used, is called a 
thread escutcheon. This is really a 
brass rim around the kevhole. 
Last in this group we have the 
thumb knob or thumb turn used 
to throw the dead bolt from one 
side or the other on some types 


of locks. 
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Our final consideration for this 
chapter is the long escutcheon 
which combines the rose and 
escutcheon in one piece either 


Thumb turn. 





with keyhole or thumb piece as 
the case may require. We dis- 
cussed this type of escutcheon 
when we studied the broad bevel 
sets in the preliminary course. 
Older hardware men well re- 
member the many designs of long 
escutcheon patterns produced by 
all lock manufacturers. Even the 


Thumb knob. 





newcomers have by this time come 
to notice the hardware in the 
homes they visit. If the house was 
built some 20 years ago you will 
note the perfectly grotesque de- 
signs of hardware which were 
called for in many cases in those 


days. 


Elongated 
escutcheon 
with 
keyhole. 





The following period used as 
little hardware design as possible. 
Knobs of 11% in. to 134 in. size 
took the place of the 24% in. and 
214 in. knobs formerly used. Sec- 
tional trim replaced the long 
escutcheons. 

A happy medium, especially on 
the more inexpensive jobs, has 
since developed. Knobs of 2 in. 
size have been found better to use. 
Combined rose and _ escutcheon 
plates long enough to span the 
lock case but narrow and far less 
conspicuous have come into com- 
mon use. Modernistic and Colo- 
nial designs along these lines 
have also come into use. 

This brings us to the subject of 
lock sets which we will take up in 
our next chapter. 


New Year's Wishes 


yp jpn attempt, to forecast eco- 
nomic trends being especially 
hazardous in these times it seems 
to me that all a merchant can do 
is to express a New Year’s wish for 
our country, its people and its busi- 
ness interests. Therefore, my New 
Year’s wish is that 1938 may be a 
year in which many of the following 
may be realized: 

That world 
further disturbed and that current 


peace may not be 


warfare cease. 

That at home the Administration 
may take steps which will inspire 
our people with the conviction that 
the Federal budget may be balanced 
in the comparatively near future. 

That 1938 may be a year un- 
marred by widespread and serious 
labor troubles. 

That the undistributed profits tax 


may he repealed and the capital 


gains tax be modified so as to be 
made fair and reasonable. 

That if farm legislation be en- 
acted it may be economically sound 
and non-political. 

That Congress and the state legis- 
latures cease their efforts to remake 
and control the business structure 
of the nation. 

That unemployment may be great- 
ly reduced. 

That we 
genuine understanding and sympa- 


may begin an era of 


thetic accord between business and 
government. 

As, if and when these things can 
be brought about there will follow 
an era of prosperity which will 
benefit all classes of our population. 

David E. Moeser. president, Na- 
tional Retail Dry Good Ass’n, and 
treasurer, Conrad & Co., Inc., Bos- 
ton. 
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Interior of the Goerling store showing 
the center counters of varying width. 


Heavy Profits From 
a Light Store 


C. W. Goerling, Marinette, Wis., believes 
in plenty of illumination and finds it 
aids sales and satisfies customers 


HEN C. W. Goerling de- 
cided to open a hardware 
store of his own last year 
he made a survey of a number of 
Wisconsin stores with the inten- 
tion of purchasing one of them if 
He had certain definite 
ideas which he desired to incorpo- 


possible. 


rate into his store and none of 
the establishments he visited 
seemed to be of a type adaptable 
Such 


being the case, he decided to start 


to the use of those ideas. 


at the beginning and open an en- 
tirely new hardware establishment 
of his own. 

This store, which is known as 
the A. & G. Hardware Store, was 
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opened during the spring of 1937 
at 1616 Main Street, Marinette, 
Wis. It was remodeled from an 
old store into one of the finest and 
most up-to-date small city hard- 
ware stores in the entire section. 
fixtures were supplied by Hib- 
bard, Spencer, Bartlett & Co. of 
Chicago. Marinette has a popula- 
tion of only 11,000 but it is in the 
center of a large and compara- 
tively rural district 
and every inhabitant of this rural 


prosperous 


area is a Goerling prospect. 
[lumination is the keynote of 

this new establishment and_ the 

store is kept well lighted by night 


and dav. It would be difficult to 


find another retail store in the en- 
tire section that is as well lighted. 
(nd the constant illumination pro- 
duces hardware profits for Mr. 
Goerling. 

Wall display cases are supplied 
with indirect lighting with the re- 
sult that the wall space produces 
average. 


sales well above the 


Everything may be seen and there 
Mr. Goer- 
ling can trace many sales directly 
to the fact that he is willing to 
spend a little extra money for 


are no dark corners. 


illumination. 

“The modern customer simply 
does not want to step into a dark 
store, no matter how well stocked 
such a store may be with quality 
merchandise,” states Mr. 
ling. “Money spent for lighting is 
Light bright- 


ens things up, warms customers 


Goet . 
a good investment. 


and makes your merchandise much 
more attractive. Light helps to 
create the desire to buy. The 
average hardware dealer can well 
afford to 
problem.” 


study the lightine 


Each section of the new store is 
clearly irdicated making it rela- 
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tively simple for customers to go 
directly to departments in which 
they are interested. Some of these 
departments are: “Sporting Goods, 
Tools. Builders’ Hardware, Bolts, 
Paints. Enamels. Gifts. Aluminum 
Ware. \ppliances, etc.” 

\Ir. Goerling uses center coun- 
ters of varving width, so that his 
store has one aisle of wide coun- 
ters and one of narrow counters. 
Merchandise is quite complete and 
is kept in constant order, with 
every item price marked so that 
prospects find it an easy matter 
to select and buy. 

The sales and wrapping counter 
is at the center of the store, as 
Mr. Goerling finds that this is a 
central place from which to work 
amd serve customers. “You can 
watch vour store more easily and 

service from this 
states. “We find this 


arrangement works out well and 


ceive better 


point. he 


saves us many steps.” 

“So lar as possible I have tried 
to use chain store display and 
sales methods.” says Mr. Goerline. 
“Practically 60 per cent of our 
customers make comments on the 
appearance of our store, and say 
they like the arrangement. Every 
piece of merchandise is displayed 
in such a manner that customers 
can browse about if they desire. 
This arrangement, we find, helps 


hoost sales.” 


Light Background 


[he rear of the store is very 
light. due to a false background 
wall and this helps to center at- 
tention on objects displayed at this 
area. Usually the average store 
has a dark background at the 
rear and this acts unfavorably on 
customers who are attracted to 
light. 

This hardware dealer has had 


excellent sales during the time 


he has been in business. and he 
advertises quite extensively to both 
his citv and rural trade. He uses 
handbills and letters and sends 
building con- 
tractors. and the like. in order to 


them to farmers. 


reach as many customers as pos- 
sible. 

Mr. Goerling has an effective 
yet simple way of selling more 
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Whenever 
that he 
doesn’t know whether claims of 


quality house paint. 


some prospect — states 
superior materials in quality house 
paint as against cheap paint are 
justified, Mr. Goerling takes a 
gallon can of quality house paint, 


weighs it, then weighs the can of 
cheap paint. The watching pros- 
pect can see the difference in 
weight; this fact, plus a little in- 
telligent sales followup helps Mr. 
Goerling sell more quality house 
paint. 


“The Public Be Damned” Story 


| OWARD E. MULL, vice- 

president, Warren Tool 
Corp., Warren, Ohio, is a keen 
and well-informed student of rail- 
road problems and the relation 
of railroad progress to the welfare 
of the country at large. Express- 
ing general approval of an article 
on railroads by Saunders Norvell 
in the Dee. 16, 1937, 
HarpwarRE Ace Mr. Mull offers 


the following interesting account 


issue o! 


of the true facts of the famous 
“Public Be Damned” story. HH: 
says in part: 

“Mr. Norvell’s article on rail- 
roads in vour Dec. 16, 1937, issue 
is good, There is only one fault 
to find with it. That was the state- 
ment supposed to have been made 
by Mr. Vanderbilt to a reporter. 
‘The public be damned.’ The true 
story. and [| think Mr. Norvell 
should make a correction, was 
that a free-lance reporter learned 
that Mr. Vanderbilt’s car was in 
the Michigan-Central 
Detroit. He rushed out there just 
Vanderbilt 


had guests on the gar for dinner, 


vards ol 
at dinner time. Mr. 


and this fellow broke in and de- 
manded an interview. He informed 
the reporter that he was at dinner 
and if he would take a seat in the 
observation end of the car he 
would be glad to grant him an 
interview. He persisted in having 
it immediately, when Mr. Vander- 
bilt called his attention to the fact 
that he was having dinner with 
guests. The reporter persisted 
and referred that, too, his public 
was interested and he would have 
to have the interview immediately. 
This exasperated Mr. Vanderbilt 
to the point where he said, “The 
public be damned.” 

“The reporter tried to sell the 
article to the Detroit papers and 


when they understood the truth 
of the statement they refused to 
buy the article. He did sell it to 
the Chicago papers, who brought 
out the headlines, ‘The Public Be 
Damned,’ which was a most un- 
just and unwarranted criticism 
that has gone down all the years 
against the railroads.” 

Epirors’ Note:—In Melville E. 
Stone’s book “Fifty Years a Journalist” 
is told in detail the “Public Be 
Damned” story. It completely corro- 
horates Mr. Mull’s version of the in- 
cident. 


This Float Helped 
Sell Hardware 
ci Geo. L. Messick Co.. hard- 


ware dealers. of Colusa, Calif., 
recently entered a very interesting 
float in the annual Colusa County 
Harvest festival, brought 
them both comment 
and customers. The picture 
of the float is almost self-explan- 


which 
favorable 


atory. The figure on the truck was 
made up of items taken from the 
store. The sign on the sides is also 
made of hardware from the. store. 
This float. Mr. Messick said, was 


one of his best pieces of advertising. 





Float entered by Geo. L. Messick Co. 
in Colusa County Harvest Festival. 
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The Taft paint department—just back of the cash register. 


When H. F. Taft of Watertown, Wis., 


moved his paint department to a 


spot behind his cash register he 


Doubled His Paint Sales! 


k. TAFT. owner of the 
Taft Hardware’ Co.. 
® Whitewater, Wis., 


doubled his paint business when 
he moved his paint section from 
a middle side wall to a spot di- 
rectly behind the cash register. 

Why the sudden increase in 
business ? 

Mr. Taft states the 
came about because more people 
saw the paint section as_ they 
stood paying their bills. “Many 
women who come into the store to 
buy a pot or kettle have that 
definitely in mind,” he states, “but 
when they see paint behind the 
counter at the cash register, they 
often say, ‘Oh, I have a chair at 
home I'd like to enamel. What 
kind of paint would I use and 
how would I prepare the surface.’ 
When they start talking like that 
we've made a sale.” 
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increase 


Paint is an item that people 
vet along without in their homes 
until they get an idea to make 
their place more attractive be- 
lieves Mr. Taft. 


mentarily interested in paint will 


People not mo- 


not voluntarily walk to a distant 
paint department at the rear of 
the store if they come in to pur- 
chase some other item. But if 
they »see a paint display when 
paying their bills it may recall 
their paint needs and they will 
ask questions. 

“This paint section starts people 
discussing their painting needs 
and problems with us,” states Mr. 
Taft, “and that is what we want. 
for eventually we sell them paint.” 

For example, a woman cus- 
tomer recently saw the Taft paint 
department and casually remarked 
that she was going to wallpaper 
a room in her home instead of 


Mr. Taft expressed 
interest. and asked her if she had 


painting ib. 


ever thought of painting such a 
room and mottling it. The cus- 
tomer naturally wanted to know 
how it was done. Mr. Taft showed 
her samples of the work, told her 
it was easy to do., 

“But | couldn’t do it.” she said. 
“It looks difficult.” 

“Well, you go ahead and paint 
that room an ordinary color. and 
I'll come over in the evening and 
show vou how to mottle it.” ad- 
vised Mr. Taft. 

“All right.” she stated, “if my 
room can look like that when fin- 
ished, UH stick to paint for the 
rest of my life.” 

That evening Mr. Taft went to 
the woman’s home, and showed 
her hushand how to mottle after 
painting. Several days later she 


(Continued on page 83) 
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The Best—“By Gash”! 
BLOOMFIELD, Mo. 
has never been one to write the 


This writer 


President or congressman, or any 
one who had performed a credit- 


able piece of work, taking the 


position that it was his duty to do 
his best anyway, but when your 
HarpWARE AGE Discount Book 


came to my desk, I said right then, - 


“this is the best thing that this 
editor ever put over, and [ am 
going to tell him so ‘by gosh.’ ” 

R. F. Query, 
Hardware Co. 


Viller 


Needed for 20 Years 


Hotyoke, Mass.—Hiram Chaf- 
fee, the Russell boys and the writet 
feel obliged to express our com 
bined appreciation for the Harp- 


WARE AcE Discount Handbook 
which accompanied your Decem- 
ber issue. Why someone didn’t 


think of this ten or twenty 
ago we haven't the slightest idea 


years 


and you are certainly to be com- 
plimented on the idea and_ its 
execution. 

We could use possibly ten more 
of these booklets and would like 
to inquire as to the charge you 


would make for them. Thev can 
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a Hardware Industry A 


Hardware Age D 


Readers and advertisers express 
unsolicited approval of the use- 
fulness and great need for the 
Hardware Age Discount Handbook 


surely be used to considerable ad- 
vantage in our own organization 
and we know of a number of our 
larger accounts where consider- 
able checking is done who would 
welcome them with open arms. 


N. S. Smay, 
J. Russell & Co., Ine. 


Congratulations! 


Hopoken, N. J.—You wound 
up the old year great with you 
Section 2 of December issue. Con- 
cratulations! 

I am interested in another copy 
of the December 30 issue, Section 
2, so I may get the benefit of all 
the lists. 
whether you have separate lists 


Am also interested in 


for sale, and the cost. 

If another copy of this Section 
2 is available, please mail same 
and advise the charge, and with 
best wishes for the New Year, | 
am 

Louts SCHELLING, 
Schelling Hardware Company. 


Just in Time 

ALTON, ItL.—We were agree- 
ably surprised by receiving the 
2 enclosed with Decem- 
ber 30 issue of HARDWARE AGE. 

It just comes in time when fig- 
uring discounts on bolts—screws 
—etc., counted during our inven- 
tory period. Also will be 


Section 


used 


during the year for quick refer- 
ences. Thanks for your thought- 
fulness. 
W. H. Gissat, 
Manager, H. K. Johnston Hard- 
ware Co. 


Great Service 


LocKLAND, Onto—We appre- 
ciate receiving Section 2 of Harp- 
WARE AGE, dated December 30. 

Please mail C.O.D., three (3) 
more copies of this issue. 

We feel this issue will be of 
very great service to all hardware 
merchants. 

J. P. Batrey, 

Hartman & Bailey, Inc. 


Outstanding 


Miami, FLa.—When some in- 
dividual or company does some- 
thing outstanding for the 
provement, or betterment, of the 
trade, I feel that they should be 
complimented, and I wish to take 
this means of doing just that for 
the very fine Harpware Ace Dis- 
count Handbook on_ bolts 
screws recently received. 

The information 
this book is of practical value to 
every one of the hardware dealers 
throughout the nation. 


im- 


and 


contained in 


H. S. THompson, 
Vice-President, Hopkins-Carter 
Hardware Company. 
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ppreciates ba 


iscount Handbook 


Extra copies of this Handbook 
available without cost with new 
or additional subscriptions or 
separately at fifty cents each 


Of Great Value 


CLEVELAND, OHIO 
ceived a copy of the Bolt and 
Nut Discount Handbook and feel 
quite sure that this will prove of 
great value to the average hard- 


| have re- 


ware dealer. 
I congratulate you and thank 
vou for mailing this edition to me. 
J. F. Donanue, 
The Lamson & Sessions’ Com- 
pany. a 


Helpful 

CLEVELAND, OH10-——We received 
our copy of Bolt and Nut Dis- 
count Handbook, for which accept 
our thanks. We are sure that we 
will find same of considerable 
help in our cost and billing de- 
partments. 

I’. J. ANDEL, 

The Monarch Cap Screw & 

Wig. Company. 


Vaster piece 


Provipence, R. 1.—Thank you 
very much indeed for the copy of 
HarpwarE AGE Discount Book. 

We can quite appreciate the 
tremendous amount of work neces- 
sary to compile an edition of this 
kind, and we cannot help but feel 
that it is going to be accepted by 
all of your clients with a good 
deal of satisfaction. 

May we offer our congratula- 
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tions to you for the fine work you 
have done in getting out this mas- 
terpiece. 
W. F. HENNING, 
Domestic Sales Manager, Amer- 
ican Screw Company. 


Useful Book 

We congratulate your organi- 
zation for having prepared such 
a useful Handbook, and the form 
in which it is gotten up we believe 
will serve the consuming trade 
well. 

James D. Eccers, 

Secretary, American Institute of 

Bolt, Nut and Rivet Manufacturers. 


Valuable Inventory Aid 


N. ¥~—~-in re 
HARDWARE AGE, 


MIDDLETOWN, 
Section 2, of 
Dec. 30. 

This arrived in proper time to 
be invaluable aid in inventory. 

We desire to have you hold 
two additional copies and advise 
us price so we Can send check. 

Early in December the writer 
York and stepped 
into a restaurant for luncheon 
with some friends.” On the wall 
was a sign—‘Patience is bitter. 
but it bears sweet fruit.” Cer- 
the charts took patience 
“sweet 


was in New 


tainly 
and time, but they are 
fruit” for the hardware merchant. 
As soon as the frayed nerves are 
O.K. and the comptometers cool 





off, suggest (merely a suggestion 

mind you) that the galvanized, 
black and brass fittings and nip- 
ples be given the run-around. It 
is cruel to suggest more work in 
face of the splendid job done, but 
we are trained by the heartless 
today—to 


business methods of 


praise not too highly —unless ad- 
ditional work is piled on at same 
time. 

Yours for less 26 3,16, 19 1/19, 
040’, 
CLOSE. 


Hardware 


» Harowp S. 
Ayres & Galloway 
Co., Ine. 


Wants Another Copy 

Syracuse, N. Y.—The write: 
has noted with interest your maga- 
zine of December 30, showing the 
various sections of machine and 
carriage bolts, cap screws, ete.. 
and beg to inquire if we could 
possibly obtain four issues, either 
in the loose form or sheets that 
would fit the Kalamazoo binder 
for our salesmen’s use. 

It would be absolutely satis- 
factory to charge us for the above. 

C. C. KUEHNEMAN, 
Vanager, The Drennan Hard- 


ware Company, Ine. 
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Franks Brothers, Vineland, N. J., built 
business in the face of competition 
with a stock containing less than 
2 percent of low-priced merchandise 


ROM the standpoint of a 
hardware dealer, there are 
the 


few towns in country 
more competitive than Vineland. 
\. J. Located in the short five 
blocks of the main business street 
are five hardware stores. five chain 
stores, three electrical houses and 
three feed stores. All of the latter 
are direct competitors in many 
items handled by the hardware 
merchant. In addition, the town 
boasts of four lumber yards, each 
of which handles an extensive line 
of builders’ hardware and over- 
flows into the field of electric 
ranges, kerosene stoves and simi- 
lar merchandise. Obviously, Vine- 
land is a tough spot in which to 
sell hardware. 

In spite of this discouraging 
competition, Franks Brothers have 
built up a profitable hardware 
business, and are selling consider- 
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ably more than their share of 
-verything from washing machines 
to ten-penny nails. They have 
done this withoyt disastrous cut- 
ling to meet competitors’ prices 
and without filling their store with 
inexpensive, low quality merchan- 
dise. On the contrary, they have 
loaded their floor and shelves with 
expensive lines of the best quality 
obtainable. 

George Franks. manager of the 
concern. watched the arrival of 
the chain stores and the blossom- 
ing of new competitors. Forsee- 
ing a future of price wars and a 
scramble for low profit, inexpen- 
sive lines, he turned his business 
footsteps in the opposite direction 
and stressed quality merchandise. 
Today, less than two per cent of 
his entire stock falls in the cate- 
gory of cheap hardware merchan- 
dise. 





Front of the Franks Brothers store. 
George Franks is seen at the left. 


There were no half-way mea- 
sures in Franks Brothers’ mer- 
chandising policy. Mr. Franks 
went the “whole hog” toward 
quality. That is, he even changed 
the physical appearance of his 
store to lend the proper psycho- 
logical touch to his quality busi- 
ness. The entire front of the 
store was torn out and a new front 
of attractive black glass and light 
tile with neat aluminum letters 
was installed. The three show 
windows were conservatively de- 
signed to further the idea of qual- 
ity. The store now presents the 
most attractive front of any store 
in town. 

Inside he did away with large 
display tables of low-priced goods 
and removed placards offering 
bargain enticements. These were 
replaced by attractive. plainly 
marked displays of quality mer- 
chandise set out where his custo- 
mers could easily examine them 
and appreciate the quality of the 
goods offered. It’s a policy that 
has paid dividends and has in- 
creased the store’s reputation. 

By means of his quality dis- 
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by Stressing Quality 
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Section of the housewares depart- 
ment where quality is paramount. 


plays, Mr. Franks let his competi- 
tors play right into his hand. 
Hardware dealers in some towns 
arrange displays of quality and 
low-priced wares side by side, 
with the assurance that their cus- 
tomers will select the better arti- 
cles. But this takes a lot of dis- 
play space. Franks Brothers had 
no objections to anyone doing 
low-priced displaying. After tour- 
ing the aisles of the chain stores 
and examining the lower priced 
wares. customers would enter 
Franks Brothers’ look at their 
merchandise and compare prices. 
They immediately noticed the 
higher prices, but even a cursory 
examination of the merchandise 
showed that it was far superior in 
quality to the low-priced goods 
in the other stores. By thus hav- 
ing what amounted to a side by 
side comparison of quality and 
low priced goods, many customers 
willingly paid the extra few cents 
and made their purchases at 
Franks Brothers. Upon this fact 
Mr. Franks has built his present 
business. And the idea has worked 
to his advantage. 
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\ large section of the store is 
Visit 
a chain store and you can get 


given over housewares. 


pots and pans several cents 
cheaper than offered by 
Franks’. Only half a glance is 
necessary, however, to tell a dis- 


those 


cerning customer where the best 
table dis- 
plays with sets of dishes. A short 
distance away you can buy a 32- 
piece set for $4.00, but for qual- 
ity and attractive pattern, it does 


value lies. There are 
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not compare with Franks’ $5.00 
sets. 

Major appliances form a large 
percentage of Franks Brothers’ 
vearly volume. Yet here again 
Mr. Franks offers the highest 
priced wares in town. Electric 
and gasoline ranges, washing ma- 
chines. kerosene heaters. refrig- 
eraltors and radios are all expen- 
sive items compared with those 
sold by most of his competitors. 
Nevertheless. Franks Brothers sell 
more washers, for instance, than 
anv New Jersey store south of 
And the other appli- 
ances move in the same way. 


Camden. 


Two salesmen on straight com- 
mission handle the outside sales 
work for Franks’ appliances. By 
far the greater number of sales. 
however, are made right in the 
attractive displays 
actual 


store, where 
can be shown and where 
can be given by 


clerks. 


outside 


demonstrations 
store’s four 
clerks and 


thoroughly 


two of the 
\ppliance 
salesmen are all 
trained in the construction and 
sales points of every appliance 
sold by the store. Factory rep- 
resentatives arrive periodically 
to give lectures to Franks’ em- 
ployees and explain the newer 


models. This assures a_ well 





Looking toward the front of the store. 
Quality giftwares are shown at the left. 
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trained sales personnel who know 
what they are talking about. 

It is a fundamental policy of 
Mr. Franks that only one make of 
each appliance will be handled. 
He finds that this eliminates much 
of the confusion in a customer’s 
mind, which is bound to occur 
when the same salesman tries to 
sell any one of several different 
makes of appliance. As Mr. 
Franks says, “How can you hope 
to sell one woman one washing 
machine and her friend another 
make of washing machine, and ex- 
pect to have them satisfied? They 
are sure to compare notes later on 
and an uncertainty will be aroused 
in each of their minds. Each will 
think that perhaps she bought the 
inferior machine. None of those 
headaches for us. And anyway, 
a salesman can’t conscientiously 
do his best job of selling, when 
he has several different makes of 
the same thing to put over.” 

So with appliances, Mr. Franks 
puts in one of the best makes 
obtainable, and lets the others 
display the less expensive brands. 

To further publicize his kitchen 
appliances, Mr. Franks runs a 
cooking school several times each 
year. He rents a large hall, pro- 
vides all the equipment and has 
an expert give lectures and dem- 
onstrations on cooking. Each of 
these sessions has been crowded 
to the doors, and the publicity 
gained has proved well worth the 
expense. 

A local industrial concern runs 
a weekly cooking school for its 
employees. By loaning this school 
such things as electric ranges and 
mixers. Mr. Franks gains valuable 
publicity for the wares he sells. 
Many of the employees in this 
plant prefer to purchase the same 
type of equipment as used in theit 
cooking school. Where do they 
get them? At Franks’. of course. 

Newspaper advertising is the 
key medium for Franks Brothers’ 
publicity. There are two daily 
papers published’ in Vineland. 
and the firm makes liberal use 
of their space. It is their policy 
to concentrate each ad on one 
type of merchandise alone. For 
instance. they do not advertise 
electric appliances and garden 
tools in the same space. They be- 
lieve that such hybrids confuse 
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the reader and detract from the changed in such a way that there 


effective value of the space used. is one new window each week. 
Only in large, special ads, such One display is generally designed 
as used at Christmas, do they to tie in with the current advertis- 
mix subjects and produce a mis- ing campaign being run in the 
cellaneous spread. papers. 

Mr. Franks makes liberal use In point of volume, Vineland 
of the mats provided by manu- is probably the largest business 
facturers. These he cuts up, util: town in the southern part of New 
izing the portion that he consid- Jersey. It draws an_ extensive 
ers as the most effective, and farm trade frem miles around. 
fills in the rest of the ad with Many industrial concerns, such as 
his own ideas. By this means he glass works, are likewise located 
is able to produce attractive ads in this vicinity. The Franks store 
which are not only “different,” but deals principally with the farm 
better suited to his own special and labor class of trade. And if 
needs. sales volume mean anything, these 

The Franks store has three deep people certainly prefer quality 
show windows. Displays are merchandise. 
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and best known brands t ouriers from the swift completion of their appomted rounds.” Thus 





womptly and on tine ¢ use the United Suu 





nor rain nor heat vor gloom of night: stay 





of merchandise, with the cription on the fneze of the General Post Office budlding in Nev 
manufacturers’ names ) City. Itis a quotation from Herodotus whe thus expressed the fidett 
in plain sight— nd efficiency of the couner service im the realm of Cyrus. king of [° 
No subterfuge or ty-live centuries ago 

substitution. 


PROBABLE STATE OF THE WENTHER 
Westinghouse 
Refrigerators muary. 1938 
and Appliances hes 
Sherwin-Williams 4th to 7th. severe wind and sterm period in the upper Missis< ry 
4 und Eastward along the Great Lake Bhzzards will block al the 

Paints and Varnishes 

Sih to Pith, general soliterraneous sterms, most severe in the | 

Valspar Enamels, 


Stains and Varnish 


— P hi turning cloudy on the 15th 


Maplewood Mops 
O’Cedar Polishes 
O’Cedar Mops 
Johnson's Wax 
Johnson's Glo-coat © East 
Old English Wax 2 


Rutland Fire Clay . ” Pex nd along the Pacific slope of the Cascades 


Crane Electric Pumps 

Rumsey Electric Pumps 

Goulds Electric Pumps ' 
Crane Warlo Water 


Softeners 


Pratt's Stock and Pomtediy speaking 


Chicken Remedies Om the Co 











Hal Allen, of Clinton, N. Y., has evolved a remarkably efficient method of 
advertising his store and the above illustration shows how he does it. Bulle- 
tins of this type are sent out regularly to the firm’s customers and prospects 
and, while they don’t actually solicit patronage, they succeed in rendering a 
service that aids in turning the minds of a good many people to Allen's 
whenever they happen to be contemplating hardware purchases. 
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A section of the 
store’s major ap- 
pliance depart- 
ment with the 
model kitchen seen 
in the background. 


Refrigerators in Two Weeks 








William Van Domelen, Menominee, Mich., 
finds novel bargain method aids him 


to record sales of major appliances 


EVERAL years ago, William 
Van Domelen, hardware 

dealer at Menominee, Mich.. 
decided that if he was to share in 
the increased business that lay 
ahead for retailers, he would have 
to modernize his establishment. 
gear up his sales policies, add a 
few new lines and possibly aug- 
ment others. 

He knew that the modern house- 
wife wanted household appliances 
of every sort to ease the task of 
keeping a home in orderly con- 
dition without too much physical 
labor. He also knew that the aver- 
age man was willing to buy these 
labor-saving devices for his wife. 

Bearing all this in mind, Mr. 
Van Domelen proceeded to re- 
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model his store and installed a 
large. well stocked appliance divi- 
sion which. in the opinion of 
many observers. is the equal of 
any other in the Middle West. 
Modernistic, streamlined effects 
are used throughout the entire 
Van Domelen store. At the rear 
is a model kitchen with a stream- 
line canopy serving as a ceiling. 
The room has flush lighting and 
is finished in white, as are many 
of the other fixtures. The effect 
is striking, imposing and appeals 
to any housewife. The average 
woman wants a kitchen like that. 
When he had his store remod- 
eled and the new appliance de- 
partment stocked, Mr. Van 
Domelen mapped out an exten- 





Smaller appliances are prominently 
featured in set-out displays whose 
curved lines attract the customer. 


sive sales policy embodying store 
selling and outside selling. Me- 
nominee. Mich.. has a population 


of 12.000: directly across the 


~ 
~I 




















Another view of the Van Domelen major appliance department 


Menominee river lies Marinette. 
Wis., with a population of 11,000. 
Mr. Van Domelen assigned one 
man to cover Marinette County 
and another to cover Menominee 
He backed up their ef- 


newspaper advertise- 


County. 
forts with 
ments as well as with considerable 
direct: mail. 

When he had built up a large 
list of customers on the line he 
handles he queried 100 of them 
asking how much it cost them to 
operate an electric refrigerator 
per month per year. The replies 
varied all the way from 50 cents 
to $1.50 a month. The average 
operating charge, Mr. Van Dome- 
len figured, ran $1.00 a month. 
or $12 a year. 

During “Norge Week” in May. 
1937, Mr. Van Domelen put on 
a special sales drive on refrig- 
erators. He hammered home in 
newspaper advertising the fact 
that an electric refrigerator does 
not require much current to oper- 
ate regularly, that such operating 
expense is much lower than many 
people think, and that his firm 
would be willing to pay the oper- 
ating cost for the first year (aver- 
age) on refrigerators purchased at 
the store during that week. 

Sales mounted so fast, that the 
bargain week was extended to 
two weeks. During that period 
92 refrigerators were sold and 
the high-operating cost bugaboo 
was smashed in that area. Re- 
frigerator prospects began to take 
notice, and ever since the Van 
Domelen Company has been sell- 
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ing more refrigerators than for a 
similar period last year, although 
the free operating offer for one 
year does not apply to present 
customers. 

During July Mr. Van Domelen 
worked out another sales stunt 
which also brought fine results. 
He wanted to sell a quantity of 
electric ranges and made another 
survey among old range custom- 
ers to find out how much it cost 
them to operate an electric range 
per month per year. The average 
came about $25 per year, and 





that was the amount the Van 
Domelen store allowed customers 
who bought ranges during a 30- 
day period. The idea worked out 
well, and many people bought 
ranges who otherwise might never 
have become interested in them. 

“The biggest sales obstacle we 
have to overcome in regard to 
electric appliances such as refrig- 
erators and ranges,” says Mr. Van 
Domelen, “is that people think 
they are so expensive to operate. 
Our lowering of this sales barrier 
in special sales drives has brought 
us a great deal of business. We 
had a quick turnover, sold more 
merchandise than ever before and 
made money. In our newspaper 
advertising we printed pictures of 
women who had bought refrigera- 
tors and ranges from us in the 
past and who liked them and the 
way they performed at low costs 
This advertising helped to attract 
many people to our store.” 

Smaller appliances in this store 
are featured in set-out displays 
whose modern, curved lines bring 
the attention of the items shown 
to every person who enters the 
store. Each display of this kind 
has three shelves, top, bottom and 
middle, and items are so placed 
as to make selection very easy for 
the average housewife. 


Credit Policies 


FENHE credit policy of the indi- 

vidual retail store of today is 
so interdependent on such yarious 
factors as local industrial condi- 
tions, the class of trade, federal and 
state legislation, the national mone- 
tary policy and the business situa- 
tion generally, that it is virtually 
impossible to indicate, except in a 
general way, what the 1938 retail 
credit policy should be. 

The keynote of this credit policy, 
as far as we have been able to as- 
certain it frem a spot-check just 
made among leading credit man- 
agers throughout the country, 
should be distinctly one of caution. 
Credit, it must be remembered, is 
essentially a banking function. At 
the same time its application to the 
retail merchandising field is predi- 
cated primarily on a desire to in- 
crease sales. While the fundamental 
principles of the retail credit policy 
never really change, a store’s credit 


policy must, nevertheless, be flexible 
enough to gear itself to consumer 
demand, so as to give the buying 
public the maximum benefit of avail- 
able credit facilities without the risk 
of excessive loss to the consumer as 
well as to the retail store. 

While the outlook of credit man- 
agers for 1938 is somewhat divided 

those of the industrial east and 
middle west being inclined to be 
slightly bearish at the moment, while 
a marked note of optimism for the 
most part continues to prevail 
among those in the west, the general 
tendency seems to be one of watch- 
fulness for the first few months of 
1938, coupled with an eager readi- 
ness to expand credit sales during 
the latter half of next year when 
and if the present recession of busi- 
ness activity changes for the better. 

-J. Anton Hagios, manager credit 
division, National Retail Dry Goods 


{ssuciation. 


HARDWARE AGE 








To Those Who Have Survived 
the Holidays 


“No War, or Battails sound 

Was heard the World around. 

The idle spear and shield were 
high up hung; 

The hooked chariot stood 

Unstain’d with hostile blood, 

The Trumpet spake not to the 
armed throng, 

{nd Kings sate still with awful 
eye, 

As if they surely 
sovran Lord was by.” 


From Milton’s Hymn on_ the 
Morning of Christ’s Nativity. 


knew their 


% * % 


HRISTMAS and New Year's 
have come and gone. The 
pleasantest and most inter- 

esting things to me were the many 
vreeting cards [ received from all 
kinds of peeple, rich and poor. 
old and young, not only from all 
over this country but from for- 
eign lands as well. 

The above quotation from Mil- 
ton came on a card from Dr. A. 
ID). Henderson, President of Anti- 
Of all the verses 
received this seemed the most ap- 


och College. 


propriate to the present condition 
of the world. The word “Dicta- 
tor” should take the place of 
“King.” 

Antioch 
great work. 
cating the hands as well as the 
head. Their first idea is to build 
up the character of their students. 
Right thinking is the basis of good 
character. If you have a son or 
daughter you intend to send to 
college, let me strongly urge you 
to investigate Antioch first. 


College is doing a 


They believe in edu- 


Among my Christmas presents 
were a number of books. I have 
found them very _ interesting. 
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By SAUNDERS NORVELL 


Strange to say, when I discuss 
books in these articles I receive 
more letters than when I write 
about the hardware _ business. 
There seem to be a lot of hardware 
men and women who are book 
lovers. The competition of the 
radio and the movie has not yet 
put books out of business. We 
need books for background. For 
instance, having read many books 
about Napoleon. we are in a bet- 
ter position to enjoy such a won- 
derful film as “Conquest.” One 
of my young friends remarked 
she did not think this movie was 
so hot. But I think, just as a 
study of the costumes of the pe- 
riod it was worth the price of ad- 
Men in those days actu- 
ally dressed. Nothing could be 
uglier than the clothing of men of 
Manly grace 


mission. 


the present day. 
just about died when men gave 
up knee breeches and started 
wearing pants. 

I am now looking forward to 
“Zola.” The 
Dreyfuss case was one of the most 
remarkable in history. Anatole 
France when he spoke in the Pan- 
theon at the funeral of Zola 
reached a high spot in oratory 
when he said: “Zola stood for the 
There 
seems to be a need for a world 
wide conscience in these days, and 
this picture should make its im- 
pression on the minds of men all 
over the world. 


seeing the film 


conscience of mankind.” 


Books by Physicians 

It is a curious fact that three 
of the best sellers in recent years 
have been books by physicians. I 
have just finished reading “The 
Citadel” by Dr. Cronin. It is a long 
book that goes into great detail 
about the struggles of a young 


| was especially struck 
This doctor 
Frequently 


doctor. 
by the conclusion. 

was a medical man. 
he ran into cases that were surgi- 
cal. He was constantly engaged in 
research, and in this work he 
needed the help of a bacteriolo- 
cist. He found it difficult work- 
ing alone. The work of all sur- 
geons did not please him. Finally 
at the close of the book a co-part- 
nership is formed by three doctors 
to work in the same office, one a 
doctor of medicine, one an ex- 
pert surgeon and one a bacteriolo- 
gist. This was decided to be the 
proper combination to do the best 
work for their patients. 

This struck me as interesting. 
because in business there is a 
crowing movement toward com- 
bining the efforts and intelligence 
of various men in the development 
of business who have had entire- 
ly different training. More and 
more we are learning that no one 
man can know it all. Leonardo 
da Vinci is considered to have had 
the mdst versatile mind of any 
man who has ever lived. He ex- 
celled in many departments, bul 
unfortunately there are very few 
Leonardos ever barn in the world. 

So in business today, especially 
in big business we are finding 
combinations of the talents of 
many men. For instance, there is 
the financial man, the producer. 
the factory manager, the accoun- 
tant, and last but not least, the 
Naturally, | have 
articles and ad- 
dresses about big business. I have 
been thinking for some time of 


sales manager. 


been reading 


writing an article on why big 
businesses are big. Personally, 
I have had some experience with 
little 


businesses and big busi- 


(Continued on page 88) 
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Window Displays That Attract 


INTER evenings indoors 
in the rural and even the 
suburban districts are apt 
tu be pretty long at times. Any 
game, hobby or occupation that 
will serve to keep people busy is 
usually hailed with applause. But 
practically every game or occupa- 
tion calls for certain accessories. 
And that’s where the hardware 
dealer enters into the picture. 
The two original window dis- 
plays on these pages were de- 
signed for the purpose of giving 
the hardware dealer something to 
offer to his stay-at-home custom- 
ers. The window above is given 
over to a display of games and 
accessories of various kinds. It is 
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essentially a balanced display 
with the merchandise and fixtures 
arranged in symmetrical fashion. 
Checker and backgammon boards 
flank the window at the left and 
right while a variety of other 
games are shown upon the pla- 
teau, pedestals and floor. 
Choosing a color for the back- 
ground is not a particularly easy 
matter in this instance. In view 
of the fact that the games tend to 
give the idea of light, life and ae- 
tivity it would not be well to use 
a completely neutral shade. Deep 
yellow. or emerald green should 
do the work nicely and our pref- 
erence leans toward the latter 


color. 


Many a man spends his wintet 
evenings in his workshop and the 
window display on the right-hand 
page is directed at the home car- 
penter. This is also a display ol 
the symmetrical type with the va- 
rious tools arranged on the _pla- 
teau and panels in regular and 
orderly fashion. There’s plenty of 
space for each individual item and 
there is no suggestion of crowding 
at any place. It’s the type of dis- 
play that will make the man who 
owns a workshop stop, look and 
buy. 

A warm shade of tan or yellow 
with green as an added possibil- 
ity should do well as a color to 
use for the background and _ fix- 
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Winter Evening Stay-at-Homes 


dominant tint. The Harpwari 
AGE interchangeable display fix- 
tures have been used in each. 


tures. And it might be well to 
have the background for the let- 
tering in a deeper shade of the 





Interesting window of the Durfee Hardware Company, Eden Park, R. I. 
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Elsewhere on this page is an 
illustration of an actual window 
display used by the Durfee Hard- 
Park, 


ware Company -of Eden 
R. |. Although this window is 


given over primarily to a display 
of files there are also a number 
of other tools to be seen. It is not 


often that a single article can be 


utilized to advantage in practi- 
cally an entire window, but the 
Durfee company herewith gives 


an illustration as to what may be 
done when the proper amount of 
thought is turned in the direction 
of display. The other tools used 
fit into the display nicely with the 
result that the entire effect is one 
of harmony and good taste. 
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WILLIAM TOLSON 
KELLY, purchasing agent 
and sales manager, Lorick & 
Columbia, 
S. C.. wholesale hardware dis- 
tributors, first entered the 
hardware business at the age 
of ten, back in the summer of 
1887. He was apprenticed to a 


Lowrance. — Ine.. 


Mobile, Ala.. hardware store 

Price & Hall 
out of mischief” as he puts 
it. His baseball team won a 


“to keep me 


game with some tough fellows 
who were vietorious in the 





fight that followed the game 
and his folks were so disturbed 


WILLIAM T. KELLY 


at his condition and appear: 

ance. after the encounter, that 
a job was found for him. Until his high school course was 
completed he worked at the same store during his vaca- 
tions and became a full-time employee afterward. In 1902. 
the year he was married. he became a member of the firm 
of H. M. Price & Co.. successor to his first employers. 
Later he organized and headed+the Kelly-Brady Hard- 
ware Co., Mobile. which discontinued business during 
the World War. Next he went to Greensboro, N. C., 
where he became manager of the retail department of 
Odell Hardware Co. and later vice-president of the com- 
pany. Later with the inauguration of the Winchester 
plan he served the Winchester Repeating Arms Co., New 
Haven, Conn.. in various executive capacities, and from 
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that organization moved to Warren, Pa.. as manager and 
later as president and treasurer of Pickett Hardware Co. 
In 1931 he returned to the Odell Hardware Co. as vice- 
president and sales manager. Since 1934 he has been 
purchasing agent and sales manager of Lorick & Low- 
rance, Inc. He has always been active in his church, the 
Rotary Club—of which he has been a member for nearly 
20 years—social. country club. welfare and merchants 
groups wherever he has lived. Mr. Kelly is past presi- 
dent of the Columbia Building Material Dealers Asso- 
ciation. member of the legal committee of the Hardware 
\ssociation of the Carolinas and a member of the Secret 
\dvertising Committee of the Merchants Association. He 
served as vice-president of the Hardware Association of 
The Carolinas, Pennsylvania & Atlantic Seaboard Hard- 
ware Association and the New Haven Hardware Club. 
lor many years he has been active in Episcopal Church 
affairs. as Sunday School teacher or officer and as warden 
and trustee. While living in Pennsylvania he was a 
lay reader for the church and was permitted, by author- 
ity of the Bishop of his diocese to deliver his own sermons 

receiving a right granted very few lay readers. During 
the Spanish-American War he served in the United 
States Army. As a member of the Albama National 
Guard he rose from private to commanding officer. His 
hobbies are gardening. fishing and playing a mighty good 
game of golf. 
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H. D. WHITTLESEY, 
first vice-president, The Sher- 
win-Williams Co., Cleveland. 
Ohio. paint manufacturers. i- 
a member of the Harpware 
Acer Fifty Year Club. On Dec. 
14, 1937, George A. Martin. 
president. The Sherwin-Wil- 
liams Co.. officers, directors. 
executives and employees of 
the company with long service 
records tendered Mr. Whittle- 
sey a banquet in honor of his 
fifty years with the company. 
Mr. Whittlesey became an em- 
ployee of the company on Oct. 
10, 1887, starting his hardware 
career as an office boy. A com-* 





H. D. WHITTLESEY 


plete story of the banquet ands 


an outline of his activity in the paint industry was pub- 
lished in the Dec. 30, 1937, issue of Harpware AGr. 
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Locomotives and 
freight cars are 
declining in num- 
ber. Increased 
buying should be 
the remedy. 





How Much Railway Buying 





Will There Be? 


Railroad purchasing programs normally offer 
barometer of business conditions particularly in 
the distribution of industrial supplies. I.C.C. rate 
raise decision held factor in governing purchases 


ee HETHER the railways 
as a whole will soon be 
able largely to increase, 
instead of having to continue to 
reduce, their buying will be de- 
termined.” says the Railway Age. 
“by how soon the Interstate Com- 
merce Commission decides their 
rate advance case and by how 
large advances in rates it author- 
izes to be made. 
“The 


equipment and materials done is 


amount 


determined over periods of years. 
and even almost 
vear, by the net operating income 
earned—in fact, the net operating 
income earned and the amount of 
such buying done are approxi- 
mately the same as shown by sta- 
listies in the accompanying table. 
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“The total net operating income 
earned in the four years 1929. 
1932. inclusive. was $2,972,503,- 


from the manufacturing industry 
was $3.062.320,000, or 3 per cent 


greater. In the four years and 


000, and the amount of buying eight months from Jan. 1. 1935. 
Nev OPERATING INCOME AND RAILWAY BUYING 
Net Per Cent 
Railway Total Purchase 
Operating Buying from to Net 


Income 





Manufacturers Operating 


(000) (000) Income 

i9zZd .. pitas -- $1,251,698 $1,427,611 114.1 

7 . 1930 ‘ — S6O8,879 N875,752 100.8 
of buying of 1931 187/881 99.8 
1932 271,076 83.1 





Totals 4 years 103.0 

Annual Averages 103.0 
from vear to 1932 ann 576 
, 1934 100.3 
1935 80.6 

1936 rake 114.0 

1937 (First S months) 150.7 

Totals 4 yrs. & S mos $2,516,037 190.1 

Annual Averages $539,228 100.1 

Totals 8 yrs. & & mos. <<. ‘ $5,578,357 101.7 

Annual Aves. 8 yrs. & 8&8 mos. $644,182 101.7 
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to Sept. 1. 1937, the net operating 
income earned was $2,512,331,- 
000, and the amount of buying 
from the manufacturing industry 
was one-tenth of one per cent 
greater, or $2,516,037,000. Dur- 
ing the entire period of eight 
years and eight months the 
amount of buying from the manu- 
facturing industry exceeded the 
net operating income earned by 
1.7 per cent, the former being 
$5,485,000.000, or $633,000,000 
annually, and the latter $5,578.- 
000,000, or $644,000,000 annual- 
ly. The conclusively demonstrated 
relationship over periods of years 
between net operating income and 
railway buying makes it prac- 
ticable to predict with approxi- 
mate accuracy what effect any 
given increase or decrease in the 
former will have upon the latter. 


Estimate Unchanged 


“On the basis of August results 
the Railway Age estimated that 
subsequent to October 1, when the 
last wage advance went into effect, 
the net operating income earned 
by the railways would be on an 
annual basis of about $430,000.- 
000, or 1.06 per cent on property 
investment. Since then the Com- 
mission has granted a freight rate 
advance of about $47,000,000 a 
year; but there also has been a 
further decline of traffic. These 
two changes being opposite in 
their tendencies. there seems no 
reason as yet for changing the 
estimate made on the basis of 
August results. Assuming a trafhic 
in 1938 equal to that of 1936, and 
that the advances in rates author- 
ized will be in effect during only 
three quarters of 1938, they will 
amount in 1938 to about $380.- 
000,000 if all the advances pro- 
posed are authorized; to about 
$253,000.000 if only two-thirds of 
the advances proposed are author- 
ized; and to about $190,000,000 
if only one-half of the advances 
proposed are authorized. There- 
fore, the granting of all the ad- 
vances proposed would make net 
operating income in 1938 about 
$810,000,000, or about $60,000,- 
000 less than in 1930, when it 
produced an average return on 
property investment of 3.3. per 
cent; while granting of only two- 
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thirds of the advances proposed 
would make net operating income 
in 1938 about $683,000,000, and 
granting of only one-half of them 
would make it only about $620,- 
000,000. These estimates are, of 
course, rough approximations. 

“An association of truckers in 
the Middle Atlantic states is al- 
ready petitioning the Interstate 
Commerce Commission for author- 
ity to make an advance of 15 per 
cent in their rates. Their example 
probably will be followed by 
truckers in other parts of the 
country, with the result that any 
advance in railway rates made 
will cause virtually no loss of 
traffic to the railways. 

“Railway buying of equipment 
and materials amounted in 1936 
to $761,000,000. It increased 34 
per cent in the first two-thirds of 
1937, but undoubtedly will show a 
decline in the last one-third which 
will make it about the same for 
the entire year as in 1936. If the 
Commission should authorize all 
the advances in rates that the rail- 
ways are seeking and they should 
be in full effect during the last 
three quarters of 1938, the total 
buying of equipment and mate- 
rials done by the railways next 
year would be approximately 
$800.000,000—less than in 1930, 
but more than in 1936 or 1937. 
If only two-thirds of the advances 
sought should be granted total 
buying of equipment and ma- 
terials next year probably would 
be about $680,000,000, or about 
the same as in 1936 and 1937. 
If only one-half of the advances 
in rates sought should be author- 
ized railway buying in 1938 would 
be only about $600,000,000. 


Refusal Unlikely 


“There does not seem reason for 
anticipating that the Commission 
will refuse to grant approximately 
all the advances proposed. Pres- 
ent average revenue per passenger 
mile of 1.8 cents is the lowest in 
recorded history, and the advances 
in passenger rates sought are small 
and would make the average only 
1.99 cents, or lower than in any 
year before 1934. The proposed 
advance of 15 per cent in freight 
rates would make average revenue 
per ton-mile only about what it 








was in 1930. Wholesale prices of 
commodities now average as high 
as in that year, and therefore, the 
proposed advance in rates would 
merely re-establish the parity 
between freight rates and com- 
modity prices that existed in 1930. 
“It is of vital importance to the 
public that the railroads, instead 
of reducing their buying of 
equipment and materials, shall 
largely increase it. The number 
of locomotives and freight cars 
they have is still declining; and if 
they are unable to increase their 
buying soon, it will be a matter 
of only a short time—less than 
a year if general business begins 
to expand again—until they will 
become incapable not only of 
rendering improved service, but 
even enough service to meet the 
demands of commerce. If they 
are long unable even to maintain 
their buying their withdrawal in 
large measure from the steel, lum- 
ber, ore and other markets will 
have an increasingly adverse effect 
upon general business—as, in- 
deed, it already is having.” 


Private Industry 


Y conception of private in- 

dustry is that a manufac- 
turing unit, a corporation, is a 
mechanism for assembling  to- 
gether capital and management to 
give employment to those not 
owning their own tools, or who 
are more effective when they are 
working together, so as to produce 
useful goods to be exchanged for 
the products produced by other 
corporations and individuals. The 
process is the same whether a few 
band together as stockholders to 
form a small business of limited 
employing capacity, or a great 
number of stockholders join to 
create a large employing organi- 
zation. One supplements and 
complements the other and the 
two are interdependent. It is a 
cooperative process, in which the 
different elements should function 
harmoniously and usually do, la- 
bor and other troubles being the 
exception rather than the rule and 
indicating where they occur some 
defective working of the machine. 
—Lammot du Pont, president, E. 
I. du Pont de Nemours & Ca. 
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184 Years in the Paint Business 





WILLIAM POST 


UST 90 years after the Eng- 
lish had appropriated the 
province of New Nether- 

lands from the Dutch, and some 
22 vears before the English them- 
selves were forced to relinquish 
possession as a result of our own 
War. 


founded a paint business which 


Revolutionary there was 
was destined tp survive for a very 
long period of time. 

The year was 1754 and the lo- 
cation was that same New Nether- 
lands, although by this time it had 
heen rechristened New York. In 
that year one William Post set up 
a paint business at the corner of 
Water and Fletcher Streets in a 
huilding which current commenta- 
tors described as “little more than 
an old shanty.” although the fact 
that it was covered with green 
moss may have rendered it some- 
thing less than an eyesore. 

Post was industrious and frugal 

frugal, indeed, to the point that 
“he lived as a miser and died a 
rich man.” 
favorable—New York was a thriv- 
ing community of 13,000 souls, 
not so large as Boston or Phila- 
delphia, but still a good town with 
a promising future. 

Frequent fires in the neighbor- 
hood contributed excitement, but 
Post’s establishment always had 
miraculous escapes. What could 


But conditions were 
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Founded in 1754, Devoe & Raynolds Co., 
Inc. is now engaged in rounding out its 
second century of industrial progress 
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The firm’s first establishment— 
factory and retail store in one. 


not be escaped, however, were the 
difficult’ times that immediately 
preceded the Revolution 
stamp taxes, uncertainty, finally 
war itself. and New York a cap- 
tured community until 1783. 

Somehow William Post’s busi- 
ness came through. It survived the 
difficult days under King George 
III, and the hard times of 1793 
when President Washington was 
shaping the destinies of a new 
country. In fact, long after Post’s 
era there were to be troublous 
times for his company to face as 
listed in the accompanying chrono- 
logical table. 

In 1798 the founder's sons, Wil 
liam and Gerardus, were admitted 
to partnership. and the firm name 
became “William Post and Sons.” 
By this time New York had grown 
to a population of 59,000, but 
troublesome times were far from 
ended, for in that very year an 
epidemic of yellow fever had car- 
ried off approximately 6 per cent 
of the city’s population. At the 
turn of the century in 1800, after 


rioting, 





E. S. PHILLIPS 


heading his firm for nearly hali 
a century, William Post, Sr., died, 
and again the name was changed, 
this time to “William and Ger- 
ardus Post™ under which title it 
1834 when Ger- 


ardus dropped out of the picture. 


continued until 


and the sign over the door again 
became “William Post.” 

By 1836 New York had grown 
to a population of 270,000. The 
paint business founded in 1751 
had survived for 72 years. and 
Mr. Post decided it was time to 
retire. He sold his interests to two 
clerks, and the firm name became 
“Butlertand Barker.” In 1846, ten 
years later, Mr. Barker retired 
years Butler con- 
tinued alone. Then one of his 
clerks, C. T. Raynolds, was taken 
in partnership, and the name was 
changed to “Butler and Raynolds.” 
Mr. Raynolds became sole owner 


and for two 


of the business in 1851, and he 
remained in control until 1852 
when F. W. Devoe, an employee. 
joined forces with him as “Ray- 
nolds and Devoe.” 

At about this time the popula- 
tion of New York had passed the 
half-million mark, and the paint 
business had expanded to the 
point where larger quarters were 
needed. Thus after remaining for 
100 years in the same location at 
Water and Fletcher Streets, the 
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business moved to Fulton and 
Dutch Streets. 

In the new quarters Charles 
Pratt joined forces with Messrs 
Devoe and Raynolds, and again 
the sign was repainted to read 
“Raynolds, Devoe and Pratt.” Mr. 
Pratt remained very active in the 
organization for six years at which 
time he left to help form a new 
firm which was then starting un- 
der the name of the Standard Oil 
Company. The same year Mr. 
Devoe and Mr. Raynolds decided 
to separate, the latter remaining 
at the existing location, while 
F. W. Devoe and Company moved 
first to 117 Fulton Street and 
later, in 1876, to the corner of 
Fulton and William Streets where 
the famous old North Dutch 


Church, existing since 1767, had 





The Twenty-five 
Business Depressions 
in American History 


Although differing on some 
of the minor fluctuations in 
business activity during the 
American history, statisticians 
generally agree on twenty-five 
periods of marked business 
depression. The dates of these 
periods and the presidential 
administrations during which 
they occurred are as follows: 


Dates Administration 


1783-90 Under Gov't of the 
Articles of Confedera- 
tion 

1793 George Washington 

1797-98 John Adams 

1802-03 Thomas Jefferson 

1808-09 Thomas Jefferson and 
James Madison 

1812-14 James Madison 

1819-21 James Monroe 

1826-30 John Quincy Adams 
and Andrew Jackson 

1834-35 Andrew lIackson 

1837-38 Martin Van Buren 

1840-45 William H. Harrison 
and John Tyler 

1848-49 James K. Polk 

1857-58 James Buchanan 

1861-62 Abraham Lincoln 

1865-70 Andrew Johnson and 
Ulysses S. Grant 

1873-79 Ulysses S. Grant and 
Rutherford B. Hayes 

1883-86 Chester A. Arthur and 
Grover Cleveland 

1893-98 Grover Cleveland 
and William McKinley 

1903-04 Theodore Roosevelt 

1907-09 Theodore Roosevelt 
and William H. Taft 

1910-11 William H. Taft 

1914-15 Woodrow Wilson 

1921-22 Warren G. Harding 

1924 Calvin Coolidge 

1929-34 Herbert Hoover and 
Franklin Roosevelt 
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been torn down to allow for the 
march of business. 

In 1892, after having operated 
independently of each other for 
28 years, the Devoe and _ the 
Raynolds interests again effected 





The firm's trade mark. 


a consolidation, the firm name be- 
coming “F. W. Devoe and C. T. 
Raynolds Company.” This title 
continued until 1917 when the 
name became “Devoe and Rayn- 
olds Co., Inc.” 

Prior to the World War there 
had appeared as a salesman in 
the Artists’ Material Division of the 
business an energetic young chap 
named W. H. Phillips, who finally 
rose to be general manager, and 
later president of the company. 
Mr. Phillips saw the necessity of 
modern methods, and gradually 
installed a great many of the man 
ufacturing, selling and merchan- 
dising methods which mark this 
company today. He also saw the 
need for giving some of the 
younger men of the organization a 
chance to take a more active in- 
terest in the management of the 
company, and as a result, plant 
production was in¢reased by 50 
per cent and sales expanded on a 
national basis. 

In the midst of this reorganiz- 
ing W. H. Phillips died, in 1923. 
and E. H. Raynolds was elected 
president. In 1924, however, con- 
trol of the corporation passed to 
a group of younger executives 
who had been primarily respon- 
sible for the rapid growth of the 
business, and at this time E. S 
Phillips. a son of W. H., was 
elected president, and the present 
management was_ installed. 

In October, 1925, as an outlet 
for further development, the com- 
pany purchased all the assets of 
the Wadsworth, Howland Com- 
pany of Boston, a firm which had 
heen active in the paint business 


since 1845, and in 1928 another 
purchase brought to the group the 
Peaslee Gaulbert Paint & Varnish 
Company of Louisville, Ky., a con- 
cern which came into existence 
immediately after the Civil War 
and which had been marketing 
paint in the South since 1867. 

This year Devoe & Raynolds 
Co., Inc., is celebrating its 184th 
anniversary. Reputed to be the 
oldest manufacturing company ot 
any kind in the country, it is at 
least clear that the history of thi- 
old concern has paralleled the 
history of paint-making on this 
continent. From a humble begin- 
ning in 1754 with one store on 
the corner of Water and Fletche: 
Streets in old Colonial New York. 
the firm has grown until today it 
operates 30 warehouse distribu- 
tion points, more than 20 branch 
offices and seven factories serv- 
ing thousands of hardware 
dealers throughout the United 
States. 


This Card Got Results 








Do you know what the four greatest 
blessings are that one can posess? 


They are: 
Faith in God, Fellow Man, Health, 
and Credit. 


The world was built on credit and 
neither you nor J were born with 
silver spoons in our mouths. 

These cards are mailed out to those 
whose accounts are over six months 
old and as far back as 1917, when 
we went from cash to credit. 

According to man made laws, ac- 
counts are uncollectable after six 
years. But between God and ‘your 
fellow man a bill is due until paid. 

Credit is worth more than cash. 


Your account $ 


A. L. Kommers 


P. S. Please remember a strickly cash 
business’ hasn’t a leg to stand on, and 
buy for cash where you bought for credit. 








Here’s a “Believe It or Not” story 
for you. A. L. Kommers, of Antigo, 
Wis., sent out 230 of these cards to 
customers whose accounts were in 
arrears and had the satisfaction of 
having 115 of them pay up com- 
pletely or in part. Matter of fact, he 
obtained $26.84 over and above 50 
per cent of his outstanding accounts, 
which is mighty good any way you 
look at it. 
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THE INVENTION OF THE, OU7BOARD 
MOTOR RESULTED FROM A GIRL'S 
DES/RE FOR /CE CREAM/ 

(OLE EVINRUDE WAS INSPIRED TO CREATE 
SUCH A MECHANISM WHILE ROWING 
FIVE MILES TO CET SOME FOR HER!) 




















A PIE PAN WITH 
MARKERS ON THE 
EDGE, TO AID THE 
CUTTING OF A PIE 
INTO EQUAL PARTS 
iS AN INVENTION 


RECENTLY PATENTED- 


AN ELECTRIC 
REFRIGERATOR 
WAS SOLD TO 
AN &SKiMO/ 
(AT THE 
CANADIAN 


—___. NATIONAL 


EXH/B/IT/ON 

<— HELD RECENTLY 
AT TORONTO, 
CANADA.) 
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NAPOLEON IIL, 
EMPEROR OF FRANCE, 
HAD HIS BANQUET 
TABLES SET WITH 

ALUMINUM FORKS 

IN PREFERENCE TO 
GOLD OR S/ILVYER — 
ALUMINUM AT THAT 
TIME SOLD FOR 
OVER *500 A 
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PASSAGE OF BILL TO SEPARATE RETAILING 
FROM MANUFACTURING SEEMS UNCERTAIN | 


(Washington 
of Hardware 


Bureau 
Age) 


With hearings on the Patman | 


Bill 


to divorce 


retail 


manufacturing 
functions brought to 
of 
be 


a close, chances for 
the 
uncertain 


passage 
held to 


observers. 


legislation are 
by most 


Some reports have it that only 


two members of the House In- 
terstate and Foreign Commerce 
sub-committee are ready to vote 
in favor of the measure and 
there is little evidence that the 
bill will have Administration 


support. 

On the other hand, neither the 
Robinson-Patman bill nor the 
Tydings price maintenance mea- 
sure, both of which are now 
the statute books, had Adminis- 
tration backing. Powerful retail 
forces are expected to continue 


on 


their efforts to seek passage and 
may be successful in their fight 
despite the apparent odds against 
them. 

Described by its 
Wright Patman, of Texas, co- 
author of the anti-price discrimi- 
nation law, as “one of the most 
important trade practice 
bills pending before Congress,” 
the measure would prohibit man- 
ufacturers from operating retail 


sponsor. 


fair 


stores, or selling direct to con- 
sumers in way if an 
investigation disclosed that com- 
petition with an established cus- 
tomer is affected or that compe- 


any 


tition is substantially lessened 
through the direct sale. 
“If manufacturers were sepa- 


rated from the retail business,” 
Patman points out, “it would be 


one of the most effective ways of 


preventing monopoly in the fu- 
ture.” 
During hearings before the 


House sub-committee, spokesinen 
for independent retailing organ- 
izations, including the National 
Association of Independent Tire 
Dealers, which is credited with 
first the 
urged immediate passage, insist- 


proposing legislation, 
ing that the measure will bring 
‘great relief to retailers.” 

assailed 
full of 
uncertainties 
for- 


Manufacturers have 
the proposal 


ambiguities 


as_ being 
and 
and charged that it would 


bid all 


manufacturers from sell- 


48 


FTC | 


| 





direct to consumers “irre- 
spective of the economic vsetul- 
ness of direct sales.” 

H. Boardman, counsel 
Spalding & Bros., sporting 
manufacturers, told 


committee during hearings that 


g 
ing 


for A. 
G. 


he 
goods thie 


the bill would introduce “a par- 


alyzing uncertainty. In its pres- 
ent form it would be impossible 
predict what the Federal 
Trade and the 
courts would decide under it.” 
Similarly, L. L. Beach, ef the 
Crane Co., Chicago, protesting 
against the Patman bill, said a 


to 


Commission 


large percentage of his business 
is done direct with power plants, 


oil refineries, public — utilities, 
etc., and could not be construed 
by any stretch of the imagina- 


tion as being in competition with 


retailers. Yet, this function 








would be banned under the pro- | 


posed measure, Mr. Beach testi- 
fied. 

The National Paint, Varnish 
& Lacquer Association, through 
its general counsel, M. Q. Mac- 
Donald, said the proposed leg- 
islation would adversely affect 


manufacturers and conser: 


“with no corresponding benefits 


to our retail dealers.” 
Opponents also have  com- 
plained that the definition of 
“manufacturer” in the proposed 
draft is far too broad and that 
it is impossible to forecast what 
the FTC would 
decide under such a law. 


and the courts 


Sponsors deny many of the ae- 
cusations and insist the measure 
is designed to curb only transac- 
tions where unfair of 
competition are involved. 


methods 


SYDNEY ATKINSON HEADS METROPOLITAN ASSN. 


Sydney Atkinson, president, 
Brooklyn Hardware Association, 
was elected president of the | 


Metropolitan Hardware Associ- 


ation at a meeting held Jan. 11 | 


at the Hotel Commodore, 
York City. H. A. 


served as chairman of the asso- 


Cornell, who 


ciation’s annual banquet 
many years, was elected 
rary president of the association. 
Romaine is first vice 
and Charles Klein- 
hardt, the second vice-president. 


Henry Bond, Brooklyn, retiring 


Demarest 
president 





SYDNEY ATKINSON 


New | 


for so | 


hono- | 
| Atkinson spoke 


Hard- 


elected 


president, Metropolitan 
ware Association, was 
treasurer. C. H. Tilson, 
tary, Hardware & Supply Deal- 
Association of Manhattan 
and Bronx, was elected 
tary of the Metropolitan. 
Reporting as chairman of the 
recent banquet of the Metropol- 
Association, Mr. 
of the assistance 
the Hardware Boosters and the 
Hardware Square Club had given 
in making the banquet a 
A discussion was held as 
to the membership of the Met- 


secre- 


ers 


secre- 


Hardware 


itan 


suc- 


cess, 


| ropolitan Association and those 


present agreed that membership 
should be limited entirely to re- 
tail hardware dealer associations, 
including: Brooklyn Hardware 
Association, Manhattan & Bronx 
Association, North Jersey Hard- 
ware & Supply Association and 
the Westchester 
association 


Association. The 


voted to have each 


two delegates to the Metropoli- 


tar association, one alternate 
delegate and to extend to ac- 
tive officers of each group the 
status of ex-officio members. 
President Atkinson suggested 


that three or four meetings be | 


held a year, subject to the call 
of the president. 


Co., Greenfield, Mass. 





FENN DIRECTS N. Y. SALES 
FOR MILLERS FALLS CO. 


Edward L. Fenn has been ap- 
pointed manager of the New 
York City offices of the Millers 
Falls Co. and the Goodell-Pratt 





FENN 


EDWARD L. 


From his 
headquarters at 28 Warren St., 
New York, Mr. Fenn will di- 
rect the activities of the 
companies’ well known lines of 
hand hack saw 
blades, and electric tools. The 
operations of the New York of- 
fice have also been extended to 
include all of New York State, 
New York City and the Metro- 
politan Area extending — into 
New Jersey. There be no 
change of sales personnel in the 


sales 


small tools. 


will 


New York office. 
Mr. Fenn comes to his new 
duties with a background of 


sales activity that took him over 
the eastern states of the United 
States Canada for many 


years. 


and 


CROSLEY DISTRIBUTOR 
ON WEST COAST 
Electric Co 


The North Coast 


a i "| of Portland and Seattle. Wash.. 
of the four associations appoint | 


| the North Coast firm 


has been named distributer for 
products of the Crosley Radi: 
Corp.. Cincinnati, Ohio. in Ore 
gon and Washington. Among 
the products to be distributed by 
Shelva 


Sava 


are 
dor electric refrigerators. 
maid washers and ironers, Cros 
ley radios, gas ranges, Koldrink 


bottle coolers, and other items 
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OPTIMISM REIGNS AT ANNUAL MEETING 
OF CYCLE TRADES OF AMERICA 


The annual meeting of the | 
Cycle Trades of America, Inc., 
122 E. 42nd St., New York City, | 
held at the 


was Commodore 





H. C. 


BROKAW 


Hotel. New York, Jan. 11-14. A 
veneral feeling of optimism pre- 
vailed during the meeting due to 
the fact that the year just ended ' 
was an all time high for retail 
It was felt that the inter- 
est being shown all over the coun- 


sales. 


try is not a passing, but a_per- 
manent one, and the production 
capacities of the various manu- 
facturing plants show the fore- 
sight of their management in 
their ability to take care of the 
increased business that is bound 
to come, 

The association is composed of 
the Bicycle Manufacturers Asso- 
ciation, the Cycle Parts and Ac- 
Manufacturers 
tion, and the Bicycle Jobbers As- 


cessory Associa- 
sociation. These three associations 
also held their annual meetings. 
The Cycle Trades of America 
is definitely “safety minded” and 
one of their prominent campaigns 
will be along those lines, which 
will tend to show that bicycling 
is the safest sport there and 

that they want to keep it so. 
The meetings were well at- 
tended and Wednesday night, 
Jan. 12, the annual dinner 
held in the grill of the Com- 
modore. As a further evidence | 
of the interest shown, the attend- | 
ance at the dinner was the largest | 
ever held. All the prominent men 
of the industry were in attend- | 
them, Colonel De- | 


Is, 


was 





ance, among 
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Witt Page, head of the New De- 
so) 

parture Co., who is the dean of 

the industry. 

The officers elected for the 
Cycle Trades of America, Inc., 
for the ensuing year are: presi- 

Gr ¢ 


dent, H. C. Brokaw, Shelby Cycle | 


Co., Shelby, Ohio; first vice-presi- 
dent, M. P. Ferguson, Eclipse 
Machine Co., Elmira, N. Y.; sec- 
ond vice-president, Horace Huff- 
man, Huffman Mfg. Co., Dayton, 
Ohio; secretary, N. C. Cohen, 
Rhode Island Cycle Co., Provi- 
dence, R. I.. and treasurer, F. A. 
Baker, F. A. Baker Co., New York 
City. 

Officers for the Bicycle Mfrs. 
Assn. are: president, Horace 
Huffman; vice - president, M. P. 
Rieger, Arnold, Schwinn & Co., 
Inc., Chicago, Ill., and secretary- 
treasurer, A. H. Mellman, Cleve- 
land Welding Co., 
Ohio. 

Officers for the Cycle Parts & 
Accessory Mfrs. Assn. are: presi- 


dent, C. B. Williams, Williams 


Cleveland. 


Steel & Rivet Co., Inc... Utica. 
Y.; vice-president, H. C. Ab- 
bott, Hartford Steel Ball Co., 


Hartford, Conn.; treasurer, FE. J. 
Lobdell, Lobdell-Emery Mfg. Co.. 
Alma, Mich... and 
George Zahn, Stewart-Warner Co.. 
Chicago, Ill. 

Officers for the Bicycle Job- 
bers Assn. are: president, N. C. 
Cohen, Rhode Island Cycle Co.. 
Providence, R. I.; vice-president, 
H. P. John Hansen, Chicago 
Cycle & Supply Co., Chicago, IIL: 
treasurer, F. A. Baker, F. A. 
Baker Co., New York, and secre- 
tary, Alec Scaison, Progressive 
Cycle & Auto Supply Co., New 
York. 

The unit sales of bicycles for 
1936 and 1937 have been over a 


million bicycles each year and 


secretary. 


the Cycle Trades slogan is “More 
than a million every year.” 
next group meeting will be held 
in June. 


ARMSTRONG-BRAY NAMES 
MIDDLE WEST AGENT 
Armstrong-Bray & Co., 304-310 

N. Loomis St., Ill., 
manufacturer of Steelgrip flexible 
lacing and Wiregrip belt hooks, 
has appointed Higgins & Linde, 


Chicago, 


| the appointment of Earl J. Tower 


The 


Inc., Chicago, as its exclusive | HARRIS GOES TO BOSTON 


FOR DEVOE & RAYNOLDS 


selling represe itative in the Mid- 


dle West. 


Stanley E. Harris has been 
appointed manager of the Bos- 


ton branch of Devoe & Ravynolds 


Co., Inc., 1 W. 47 St.. New York 


EARL J. TOWER WITH 
MASTER LOCK CO. 


The Master Lock Co. Mil- 
waukee, Wis., as a part of its ex- 
pansion program, has announced 


as merchandising and advertising 
manager. Mr. Tower was former- 
ly assistant advertising manager 
of the Aluminum Goods Mfg. 
Co., Manitowoc, Wis. For the 
past 15 years Mr. Tower has dealt 
with the problems of the hard- 





STANLEY E. HARRIS 


City. He succeeds the late Owen 
Rush. 

Mr. Harris, a member of the 
Devoe sales staff for the past 
eight years, had been assistant 


sales manager of the brush divi- 
sion of the Devoe & Raynolds 
Co. Feb. 1, 1937. Before 
becoming associated with the De- 
voe organization in 1929, he was 
state field secretary for the Ili- 
Retail Hardware Associa- 





since 
EARL 


J. TOWER 


ware retailer and prior to that 
time had extensive retail 
and wholesale experience. 


nois 
tion. 


store 


3500 AT HOUSEFURNISHING SHOW 
IN CHICAGO; ACTIVE BUYING REPORTED 


More than 3500 buyers of | creasingly brisk sales volume for 
housefurnishings and_ electrical | the current year. 
appliances visited the eleventh Interest was shown in the color 
annual National Housefurnish- | standardization work announced 


by the National Retail Dry Goods 
with 


ings Exhibit, Jan. 9-15, at the 


Hotel Stevens, Chicago. The show Association in cooperation 


is sponsored by the National | the United States Department of 
House Furnishings Mfrs. Assn.) Commerce through its Bureau of 


of which Warren Edwards, 228 Standards. It represents an ef- 
N. LaSalle St., Chicago, is secre- | for among many manufacturers 


tary. 
This year the show was larger 
by about 75 exhibits. Active buy- 


and merchants to supply kitchen 
and bathroom items in matching 


; colors adopted as standard by the 
ing among wholesalers as well as 


. N.R.D.G.A. and the Bureau of 
department stores was hailed as Selina 
encouraging by the 431 manufac. “!@n@ards. 
turers who exhibited, although Social activities of -_ snow 
some orders were reported as of | consisted of the annual dinner of 


the National Housefurnishing 


Buyers Club and the manufact- 


smaller volume than at last year’s 
exhibit. both 
optimistic and confident of an in- 


Buyers appeared 


urers association, 
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THIRTY YEARS WITH 
SIMONDS SAW & STEEL 
Spencer Patterson, 6312 Sher- | 

wood Road, Philadelphia, Pa., 
has just completed thirty years 
of service with the Simonds Saw 


tion’s 


SPENCER PATTERSON 
& Steel Co., South Boston, Mass 
Mr. 
the 


Patterson is a salesman for 
company, covering Penn-yl- 
vania, Delaware, Maryland, 


Washington, D. C. 


and 


N.R.D.G.A. FORMS FLOOR 
COVERINGS DIVISION 


The formation of the National 
Floor of the 
Merchandising Division, National 
Retail Dry 
1lOl W. 31st 


was unanimously 


Coverings Group 
Goods Association, 
St... New York City, 
approved — by 
nearly 100 floor covering buyers, 
meeting at the Hotel Martinique, 
New York City, Jan. 4. Plans 
the formation of the group 
were approved by the board of 


of the N.R.D.G.A. 


for 
directors in 
December. 

The new group’s first objective 
coordinated national 
paign along educational lines to 
eliminate the direct selling and 
the 


Is a cam- 


evil in 


coverings industry. 


“open showroom” 


floor 


BROOKLYN DEALERS PLAN 
SPECIAL TRAIN TO NEW 
YORK CONVENTION 


connection with the con- 
of the New York State 
Retail Hardware 
Feb. 8-10 at the Statler Hotel, 
Buffalo. N. Y.. the Brooklyn 
Hardware Association has made 
arrangements with the Lehigh 
Valley Railroad for a special 
train or cars to the meeting. For 


In 
vention 


Association, 


parties of 25 or more a special 
trip coach party fare of 
$11.95 may be obtained. Return 
trip may be made with the party 
or at any other time before Feb. 


round 





17. Metropolitan New York 
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dealers planning to attend the 


ware Association should make 


revised recommendation. 


The 


| convention and wishing to join | following approval of producers, 
the party of the Brooklyn wend 


distributors, users, and other in- 
terests, will remain in effect un- 


reservations with Sydney Atkin-| til it is again revised by the 


1-6 Ralph Ave., Brooklyn, | 
Y., chairman of the associa- 
transportation 


committee. 


HARD FIBER TWINES 
SIMPLIFICATION 


Standing Committee in 
of Simplified Practice 
Recommendation R92-32, Hard 
Fiber (Ply Yarn 


Goods), has approved a revision 


The 
charge 
Twines and 
of the recommendation, and the 
Division of Simplified Practice 
of the National Bureau of Stand. | 
ards has mailed copies to all in- | 


terests for consideration and | 
approval. 

This recommendation lists no- 
menclature, ply, feet per pound, | 
tensile strength, and put-ups for | 
kinds and of | 


classes 


various 


hard fiber twines, including lath 
| chusetts, and 


yarns. 

The 
was approved at 
ference of producers, distributors 
and in 1928, and 
vised for the first time in 


original recommendation 


a general con- 
users was re- 
1932. 

The second revision, which 
now proposed, retains all items 
of the first and adds 
certain new for which 
there is demand. 


is 


revision 
items 


| ters 





Standing Crmmittee of the in- 
dustry. 

Mimeographed copies of the 
proposed may be 
tained from the Division of Sim- 
plified Practice, National Bureau 


of Standards. Washington, D. C. 


revision 


ROLLS RAZOR EXPANDS 
SALES FORCE 


Three new addition have been 
made to the Rolls Razor, Inc., 
sales force, whose American head- 
1th St.. 
Mundis 
manage! 
Louisiana. 


quarters are at 305 E. 
New York City. C. O. 
district sales 
covering Mississippi, 
and Arkansas. He has headquar- 
the Carol Hotel, New 
Orleans, La. 

James H. MeGrath, Jr., 
covering Maine, New Hampshire, 
Rhode Island, and eastern Massa- 
will establish per- 
manent residential headquarters 
in Boston, Mass. Joseph R. Lahey 
is doing special educational pro- 
motion work in Pennsylvania and 
is temporarily located in  Pitts- 
burgh. The company alse plans 
to open up further territory in 
the Middle West and the South- 


as representatives 


is 


how 


at 


west soon 


as 


can be found. 


WHITE HARDWARE RECEIVES AWARD 

FOR MICKEY MOUSE WINDOW 
sidered of greatest importance in 
the 
while general excellence in han- 


award of $50 was re- 
to the White 
Pottsdam, New 
in a 
win- 


\ cash 
cently awarded 
Hardware Co.. 
York, for a 


nationwide 


winning trim 
Mickey Mouse 
contest conducted 
The Ingersoll-Water- 
Walt Disney, 
Mouse. The 


dow trim 
by 
Co. 


ot 


jointly 
and 


Mickey 


bury 
creator 


contest was engaged in by stores | 


in all parts of the United States. 


Originality of the idea was con- | Harpware 


dling was next in importance. 
The 


a luncheon 


awards were announced 
given by 
Disney Hotel Waldorf- 
Astoria in New York City. Among 
Walt 


Heale, 


at 
at the 


judges were Disney 


Charles J. 
AGE. 


the 


and editor, 


The winning Mickey Mouse window of the White Hardware Co. 


ob- | 


judging of the window trim | 


Wall | 





| and 


DENNISON HEADS DETROIT 
VAPOR STOVE SALES 


Detroit Vapor Stove Division, 
Borg-Warner Corp., Detroit, 
Mich.. has appointed William H 
Dennison as sales manager. Mr. 


W. H. DENNISON 
Dennison has had wide 
ence in national home appliance 
sales and prior to this new ap 
pointment, was manager of the 
department sales division 
of another Borg-Warner affiliate 
Detroit Stove Division 
manufactures White Star and 


LaSalle ranges. 


expert 


store 


Vapor 


FILING OF UNEMPLOYMENT 
INSURANCE TAX 


Commissioner of Internal Rev- 
enue, Guy TT. Helvering, has 
called attention to the fact that 
all employers of eight or more 
persons during the calendar year 
1937 must file their Federal un- 
employment insurance tax return 
on Form 940 on or before January 
31. 1938, or be liable to penalty 
for delinquency. The tax rate 
for the calendar year 1937 is 2 
per cent of the pay roll. 

Mr. Helvering pointed out that 
no general extension of time for 
filing these returns on Form 940 
would be granted this year. A year 
ago conditions were such, due to 
recently enacted State laws, that a 
general extension of time was 
granted to April 1, 1937, in which 
to file Form 940 for 
the calendar year 1936. 

It was also pointed out by Com- 
missioner Helvering that all con 
tributions to State unemployment 
funds for employment during the 
calendar year 1937 must be made 
before January 31, 1938, to en 
to be 
used as a credit against the Fed 
State contributions 


returns on 


able such contributions 
eral liability. 
made on or after January 31. 
1938, can not be used as a credit, 
the full Federal tax at the 
rate of 2 per cent of the pay roll 


Ww ill he assessed. 
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4 Reasons Why Stores Everywhere are Stocking SPEEDLINE 


@ SELL MORE TOOLS—TO MORE CUSTOMERS: 
From our line of over 1200 farm and garden tools we 
picked the most modem, efficient and useful patterns 
for home gardening and then added several new pat- 
terns to make the line COMPLETE. We made them 
LIGHT to please women, STRONG for hard service by 
men. In your store they will not only ATTRACT new 






* SPEEDLINE advertising will appear in Better Homes & Gardens, American Home, Flower Grower, thru spring montlp. 


customers, but they will induce individual customers 
to buy MORE tools. 


@ MOST BEAUTIFUL TOOLS EVER DESIGNED: The 
ash handles used in SPEEDLINE Tools are treated 
with a wood preservative to protect them from insects, 
dampness and exposure. This preservative is colored 
a deep and brilliant blue, which, with heads of dazzling 
gold and polished tips, gives the supreme Eye Appeal 
of COLOR — never before offered in tools. 


@ EVERY TOOL CARRIES UNION’S GUARANTEE: 
Every tool handle carries the SPEEDL{NE trademark, 
its individual Tool Number and corresponding Right 
Repair Handle Number, all stamped in gold, and the 
UNION Stippled Gold Metal Label. This means that 
we guarantee every SPEEDLINE Tool to give satisfac- 
tory service in the use for which it is intended. 


@ POPULARLY PRICED FOR VOLUME SALES: Ask 
your UNION jobber for the astonishingly attractive 
prices on SPEEDLINE Tools. At these prices you can 
sell them in real volume, at a full profit. Every item is 


needed for modern gardening — every item is de- 
signed to SELL. 


THE UNION FORK & HOE CO. 


MAKERS OF QUALITY TOOLS FOR OVER FORTY YEARS 
COLUMBUS, OHIO 


NEW FAN-TYPE DISPLAY RACK MAKES IT 
TIMES EASIER FOR CUSTOMERS TO SEE 
HANDLE AND BUY TOOLS—TIES UP WIT 
SPEEDLINE NATIONAL ADVERTISING 
2,771,000 GARDENED HOMES.* ASK YO 
UNION JOBBER FOR DETAILS. 
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NORGE DIVISION ANNOUNCES 
; SEVERAL NEW SALES APPOINTMENTS 


Charles H. MacMahon 
been appointed national 
manager for the range depart- 
ment of Norge Division, Borg- 


has 
sales 





G. B. BOEDDENER 


Warner Corp., Detroit, Mich. 
Mr. MacMahon’s appointment 
comes as the result of his suc- 
cessful operations as the divi- 
sional sales manager for another 





PAUL PUFFER 


Borg-Warner division. His work 
for the past several years has 
kept him in close contact with 


national merchandising problems 
ind the range industry. 
Boeddener 


George has joined 


the Norge Heating and Condi- 
tioning Division, Borg-Warner 
Corp. as sales manager. Mr. 


Boeddener has had wide experi- 
distribu- 


ence in jobber-dealer 
tion of heating equipment, 
throughout the past 20 years. 


Prior to joining Norge, he was 
veneral sales manager for The 


Fox Furnace Co., subsidiary of 
the American Radiator and 
Standard Sanitary Corp. 

R. E. Densmore has been pro- 
moted to the position of general 
field sales manager, and Paul H. 
Puffer has been appointed do- 
mestic refrigerations sales mana- 
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ger. Mr. Densmore who has 
been domestic refrigeration sales 
manager for Norge for the past 


10 years, has taken over the du- 


ties of the newly created posi- 
tion of field manager to 
knit more closely the field sales 
activities of all Norge depart- 
ments. 

Mr. Puffer succeeds Mr. Dens- 
more as refrigerator sales mana- 


ger. 


sales 


NEW DISTRIBUTORS FOR 
UNIVERSAL APPLIANCES 


Landers, Frary & Clark, New 


| major 


distributors throughout the coun- 
try. Company executives 
ing in these presentations in- 
clude W. J. Cashman, Lee Moss, 
E. L. Farquharson and B. C. 
Neece. 

Fred J. Kahn has ap- 
pointed major appliance repre- 
sentative in Metropolitan New 


assist- 


been 


York. Mr. Kahn’s headquarters | 
at the company’s New | 


will be 
York office, 200 Fifth Ave. 
Kahn who has_ been 
appliance 


Mr. 


| in New York City for several 


Britain, Conn., manufacturer of | 
Universal major and heating ap.- | 


pliances has announced the ap- 


pointment of the following new | 


distributors of major devices for 
the 1938 season: Commonwealth 
Sales Corp., Richmond, Va.: 
Baldwin-Hall Co., Inc., Syracuse, 
N. Y.: Masback Hdwe. Co., New 
York City; Supplee-Biddle 
Hdwe. Co., Philadelphia, Pa.; 
H. C. Prutzman Co., Altoona. 
Pa.; Jos. Woodwell Co., Pitts- 
burgh, Pa.; Snow & Weitzel, 
New Castle, Pa.; Reese-Owens 
Co., Johnstown. Pa.; Midland 
Electric Co.. Cleveland, Ohio; 
Economy Electric Co., Atlanta, 
Ga.; Speich Co... Milwaukee, 


Wis.; R. R. Kingsbury Co., 


| Kansas City, Mo.; Miller Jack- 
| son Co., Oklahoma City, Okla.; 


oo 


| which 


Edwards & Walker, 
Me., and American Distributors, 
Inc., New Haven, Conn. 

A series of dealer meetings in 
the new Universal 
appliance 
sented to dealer-, are now being 
conducted — by 


Portland, 


major 


lines are being pre- 


many Universal 


| years, 


was formerly 
with Bushwick-McPhilben Corp. 
of New York. 

James J. Ruch will represent 
Landers, Frary & Clark in east- 
ern New York state, handling 
Universal refrigerators, home 
laundry equipment and electric 
ranges. His headquarters will be 


in Albany, N. Y. 


SAFE PADLOCK NAMES 
FACTORY AGENTS 


The Safe Padlock and 
ware Co., Lancaster, Pa., 
announced the following sales 
appointments as direct factory 
representatives: William N. 
Franck, 52 Pearl St., Boston, 
Mass., who will cover Maine, 
New Hampshire, Vermont, Mas- 
sachusetts, and Rhode Island; 
Harry E. Lovell, 3344 Trindle 
Rd.. Camp Hill., Pa.. for New 
York and western Pennsylvania, 
and Charles F. Samol, 48 West 
Broadway, New York City, for 


has 


Metropolitan New York and 
Long Island. Safe Padlock and 


Hardware Co. maintains an office 
and warehouse at Boston address 
and an office at the New York 
address. 





WATER SYSTEMS COUNCIL 
ELECTS OFFICERS 


The chairman of — the 


new 


| Electric Water Systems Council 


| Central 


active in | 
merchandising | 


f | W. Coapman, 
associated 


| Corp., Rochester, N. Y.; G. R. 


for 1938 is Harris E. Dexter, 
Hudson Gas & Electric 
Corp., Poughkeepsie, N.Y. 
Members of the council who rep- 
resent the cooperating manufac 
Herbert C. 


| turers are Angster, 
secretary of the National Asso- 
ciation of Domestic and Farm 


Pumping Equipment and Allied 
Products Mfrs., Chicago, Hl.; C. 
Delco Appliance 


| Deming, president, The Deming 
£, | 


Hard. | 


Co., Salem, Ohio; Norman J. 
Gould, president, Gould Pumps, 
Inc., Seneca Falls, N. Y.; W. T. 
Hamaker, president, The Duro 


Co., Dayton, Ohio, and J. ©. 
Myers, president, The F. E. 
Myers & Bro. Co., Ashland, 
Ohio. Utility company — repre 
sentatives on the Council are: 
i. E. Greenwood, Edison Elee 


tric Institute, New York; C. H: 
Monongahela - West 
Penn Power Co., Fairmont, W. 
Va.. and P. H. Powers, West 
Penn Power Co., Pittsburgh, Pa. 


Leathman, 


The Council, organized four 
years ago as a cooperative un- 


dertaking by the Edison Electric 
Institute and a group of electric 
water systems manufacturers, is 
this year celebrating its fifth 
anniversary. 


IOWA DEALER 
WISHES CATALOGS 
Lease and Wesley, 
lowa, retail hardware firm, whose 
business was completely 
stroyed by fire, would appreciate 
and 


Lease, 
de- 


receiving manufacturers 


wholesalers catalogs. 


OSBORN SALESMEN AT BANQUET 





During a recent two-day conference of salesmen of The Osborn Mfg. Co., 
Cleveland, Ohio, were entertained at a banquet at the Cleveland Atheletic Club. C. 


sales staff after an interesting and informative meeting. 
Cleveland, Ohio, were entertained at a banquet at the Cleveland Athletic Club. C. 
more than 30 years, did a bit of reminiscing for the benefit and amusement of all. 


5401 Hamilton Ave., 
W. 


Titegemeyer, vice-president and sales manager, was the toastmaster and put on a show for the 


Franklin G. Smith, president, and 


wh 


a3 















E. P. BARRUS VISITED 

AMERICAN FACTORIES 

E. P. Barrus, managing direc- 
tor, E. P. Barrus, Ltd., London, 
England has recently completed 
a three months’ visit to various 





E. P. BARRUS 


factories 
the 


\merican 
represents in United 
is returning via Havana, Cuba. 
Among the repre- 
sented in Europe by the large 
Barrus organization Aro 
Equipment Corp., Bryan, Ohio; 
Armstrong Bros. Tool Co., Chi- 


companies 


are: 


cago, Ill.: Automotive Mainte- 
nance Machinery Co., Chicago, 
Ill.; John Bean Mfg. Co., Lan- 
sing, Mich.; Blackhawk Mfz. 


Co., Milwaukee, Wis.; Champion 
Pneumatic Machinery Co., Chi- 
cago, Ill.; Cleveland Twist Drill 


which he 
King- | 


dom and throughout Europe. He | 


Co., Cleveland, Ohio; Delta 
Electric Co., Marion,  Ind.;: 
Henry Disston & Sons, Ine., 
Philadelphia, Pa.; H. K. Porter, 
Inc., Everett, Mass.; The Wil- 
liam Schollhorn Co.. New Ha- 
ven, Conn.; The Stanley Works, 
New Britain, Conn.; Star Too! | 


Co., Minneapolis, Minn.; The L. 
S. Starrett Co., Athol, Mass.; 
Stromberg Motoscope Corp., Chi- 
cago, Ill.; Van Norman Tool Co., 
Springfield, Mass.; and the Zim 
Mfg. Co., Chicago, Ill. 

During his visit to New York, 
Mr. Barrus told Harpware Ace 
that American hardware firms 
have made great progress in 
their Europe 
due to the quality and finish of 
their products and are main- 
taining their prestige because of 
their distribution protective poli- 
that make such American 
goods attractive to foreign whole- 
sale and retail distributors. 


goods in 


-elling 


cies 


NEW SALES MANAGER FOR 
G-E HOME LAUNDRY 


A. G. Chaffer has been ap- 
pointed sales manager for the 
General Electric Co.’s home 
laundry equipment, with head 


54 





Bridgeport, Conn. 
Mr. Chaffer was formerly ap- 
pliance sales manager in the 
Pittsburgh district for the past 
four years. He joined the com- 


quarters at 


| which will embrace the entire 
| state of Georgia with the excep- 


' 

| tion of nine counties, and in- 
| clude six counties in South 
Carolina. 


pany in 1932 as home laundry | 
specialist in the Cleveland terri- | 


tory, later being transferred to 
Bridgeport. In 1933 he was ap- 
pointed to his recent Pittsburgh 
post. 


FAIRBANKS-MORSE NAMES 
NEW DISTRIBUTORS 

H. I. Sackett Electric Co., 173- 

175 Elm St., Buffalo, N. Y.. has 

been distributor for 

the Appliance Division, 


appointed 
Home 


Fairbanks, Morse & Co., Indian- | 


Ind. They will 
Fairbanks-Morse electric refrig- 
erators, turret shielded 


apolis, 


radios. 


washers and ironers in the Buf. | 


falo area, comprising eight coun- 
ties in New York and three in 
Pennsylvania. H. I. Sackett, 
president of the distributor firm, 
will 
franchise, 


while Glenn E. 


pliance department. 


The Adamson Supply Co., 
Inc., 315 W. Campbell Ave.. 
Roanoke, Va., has obtained the 


Fairbanks-Morse franchise for 


radios and Conservador refrige- 


rators in Roanoke and 16 Vir- 
ginia counties. 

Peaslee-Gaulbert Corp... Inc., 
550 Glen St.. S. W., Atlanta, 
Ga., has been appointed dis- 
tributor for the Fairbanks-Morse 
line of refrigerators with Con- 
servador, turret shielded radios 
and washers and ironers. Collier 


W. Helms will be in charge of 
operations for that 


WITT CORNICE CO. AT S0TH 


A fiftieth anniversary 
bration was arranged by em- 
ployees of The Witt Cornice Co., 
Winchell, Koebe! & Patterson 
Sts., Cincinnati, Ohio, honoring 
the company’s president, J. W. 


be active head of the new | 
Bur- | 
dick will be manager of the ap- | 


territory, | 


PAINT COMPANIES 
ANNOUNCE MERGER 


The paint division of — the 
Larkin Co., Inc., Buffalo. N. Y.. 
has been merged with the Car- 
penter-Morton Co., Boston, Mass. 
J. Crate Larkin, vice-president. 
secretary and assistant treasurer 
of the Larkin Co. will become a 
director of the Carpenter-Morton 
Co. John Ayrault, Jr.. will con- 
tinue in charge of the Buffalo 
| division. 


handle | 


BARATELLI TAKES OVER 
GREIST MFG. SALES 


Charles A. Baratelli has been 


Mfg. 
Mr. 


has 


Greist Co., New 
Conn. 
1936 


manager of 


assistant 
company, 


been 
the 


come associated with the 
roid Corp. of Boston, Mass. 


NORTH COAST DEALERS 
POSTPONE MEETING 


The annual convention of the 
North Coast Hardware and Im- 
plement Dealers Assn. scheduled 
for Feb. 8-10, 1938, at the Olvym- 
pic Hotel in Seattle, Wash., has 


appointed director of sales of the 
Haven, 
Baratelli, who since 
sales 
suc- 
ceeds Walter Lown, who has be- 
Pola- 


| 


| 
| 





been postponed until the middle | 


of March. 


The definite meeting 


dates have not yet been decided. | 


T. S. Coy. Olympic Hotel, Seat- | 


tle, is secretary of the 


tion, 


ANNIVERSARY 


associa- 


NORGE SCHEDULES SALES 
TRAINING MEETINGS 


Establishment of a 
cational Division to 
tributors and dealers in training 
retail salesmen has 
nounced by P. B. Zimmerman. 
vice-president in charge of sales 
for the Norge Division, Borg 
Warner Corp., Detroit, Mich 
E. R. Lovegren, formerly district 
manager with headquarters in 
Chicago, has been appointed t: 
head the new division. William 


new Edu 
assist dis 


been an 


B. Barruss of New York has 
been retained as special sale- 
consultant. 


The aim of the new division 
will be not only to enthuse the 
salesman over his personal op 
portunity to profit, but also to 
help him to a complete undet 
standing of the products he is 
selling, and to full realization of 
the social significance of the 
work in which he is engaged. 

Training meetings during Jan- 


uary and February have been 
scheduled in Waterloo, Towa. 


Des Moines, Iowa, Birmingham, 
Ala., Atlanta, Ga., Jacksonville 
and Miami, Fla., New Orleans. 
La., Houston, San Antonio, and 
Dallas, Tex., Oklahoma City. 
Okla., Little Rock, Ark... and 
Memphis, Tenn. 


BELCHER AND LOOMIS 
HOLDS OPEN HOUSE SHOW 


Belcher and Loomis Hardware 
Co., Providence, R. I.. on Feb. 
12-14, 1938 will hold its Third 
Annual Open House Show. The 
Exhibit will be held in the com- 
pany’s building and it is planned 
to have about 100 manufacturers 
represented at the show. 


PAYS TRIBUTE TO LEADERSHIP OF PRESIDENT J. W. WITT 


| head of the concern for 
| than 25 years. 

| Mr. Witt was presented with 
| a golf bag and a set of matched 
| clubs. 


more 


cele- | Witt. Mr. Witt has been active | sales representatives throughout 


the country, later sent greetings 
by mail, wire and_ telephone. 
R. T. Suddendorf, sales manager. 
made the presentation at the 


All employees, including | celebration. 





Employees of the Witt Cornice Co. gathered in the shipping department around Mr. Witt, president of the 


concern. 


Mr. Witt is holding the golf bag and set of clubs with which he was presented. 
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HEN you stand back of the complete line of six 
different brands of Goodyear Hose — you get 
every nickel of profit due you from hose prospects. 


No lost sales— because you have the right hose, at 
the right price for every customer. 


No price-cutting to meet competition— because you 
have a hose in every price range. 


No “customer kicks”— because every one of these 
six hose lines is built with a Cotton Cord Careass* 
and a specially-compounded, sun-resisting, non- 
cracking cover. Every one is the best hose you can 
get—at its price and for its purpose. 

















*Show Your Customers . ‘ 

THIS SEAL this great line of hose — 
backed by the greatest 

~ the guarantee ef name in rubber — and 


finest construction, ? iis ria 
longest wear. get going great guns. 


ae) 


7 
7 
of 









THE GREATEST N 
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SITY Stock all six brands of 





GOODYEAR OAK 
— braided cotton 
cord carcass; finest 
low-priced hose built 


GOODYEAR PATH- 
FINDER—good light- 
construction hose, es- 
pecially suitable fo: 
low water pressure 


GOODYEAR GLIDE- 
a strong, serviceable 
high-grade hose; 
corrugated cover 


GOODYEAR WING- 
FOOT — extremely 
durable and hand 
some hose; with 
stands kinking ond 
twisting 


GOODYEAR SUPER- 
TWIST CORD—extra 
strong, light, ideo! 
for women and chil- 
dren to hance 


GOODYEAR EMER- 
ALD CORD—de juxe 
green hose of un 
equaled quality and 
beauty 





MARSHALL WELLS’ TO HOLD CONGRESS 
AND MERCHANDISING SCHOOL 


The ninth annual 
Wells Associate Stores Congress | 
will be held at the Marshall 
Wells Co. plant at Duluth, | 





GEORGE 8S. McQUADE 


Minnesota, January 3lst, Febru- 
ard Ist and 2nd, according to 
Seth Marshall, president. Ap- 
proximately 400 hardware deal- 
Marshall Wells 
and factory representatives are 
expected to attend. 


ers. salesmen 


Dealers are coming in from 
the states of North Dakota, 


South Dakota, Montana, Minne- 
Wisconsin and Upper 
Michigan. George S. McQuade, 
general sales manager, will be | 
chairman of the meeting. | 


sola, 


Hardware exhibits 
in sevarate booths will occupy a 


displayed 


space almost a block long and 
half a block wide. Beginning | 
Monday, January 3lst, the work 
of studying the vast area of de- 
partmental exhibits will be the | 
program. 


There will be a complete 
hardware and house furnishings 
show for the entire three days. 


New methods of displaying mer- 


chandise and latest methods of 
selling will be discussed im de 
tail. Many manufacturers will 


have exhibits with a representa- 
tive in attendance. 

In addition to the speakers on 
the staff of Marshall Wells 
Company, other speakers will be 
Charles J. Heale, editor of the 
Hlarpwarek Ace, New York: W. 
€. Coleman, president, and R. 
W. Carney, vice-president of the 
Coleman Lamp and Steve Com- 
pany, Wichita, Kans. 


The following Monday, Tues- 


day and Wednesday, February 
7, 8 and 9, the Merchandising 


School will be held at the Mar- 
shall Wells plant for the benefit 
of retail salesmen working in the 
(Associate stores throughout the | 
Northwest. The Merchandising | 
School will, to a great extent, be | 
a repetition of the \ssociate | 
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Marshall | Congress except that 


| for 


| cut, Stanley A. 


more time 
and attention will be devoted to 
actual retail selling. Over 100 
retail salesmen are expected to 
be present at this school. 


LEONARD REFRIGERATOR 
DISTRIBUTORS NAMED 


Leonard Division. Nash-Kelvi- 
nator Corp., Detroit, Mich., has 
announced the following as dis- 
tributors for its 1938 Leonard 
electric refrigerator line: Knerr, 
Inc., Harrisburg, Pa., for the 
southern central section of Penn- 
sylvania; Delta Hardware Co., 
Escanaba. Mich., for Upper Pe- 


| ninsula of Michigan and north- 


eastern Wisconsin; Federal Dis- 
tributing Co., Kansas City, Mo., 
for western Missouri and eastern 
Kansas; Paramount Radio Shop. 
Ohaha, Neb., for greater portion 
of Nebraska and southwestern 
Towa; Electric Lamp & Supply 
Co., St. Louis, Mo. for eastern 


Missouri and southern Illinois; 
Adams Distributing Co., Tren- 


ton. N. J. for central New Jer- 
Theis, Inc., Wichita, Kan. 
southeastern Kansas and 
northern Oklahoma, and Peaslee- 
Gaulbert Corp., Oklahoma City, 
Okla., for the greater portivun of 
Oklahoma. 


sey; 


S. A. MOTT HEADS 
THE NUTMEGGERS 

At a recent 
Nutmeggers, 


meeting of The 
Inc., of Connecti- 
Mott, Devoe & 
Raynolds, Inc., Brooklyn, N. Y., 
was elected president. Other offi- 
first vice-president 


cers are: 


| 


| 
| 


Howard M. Knapp, The Corbin | 


New _ Britain, 
Conn.; second vice-president, 
Roland H. Pittsburgh 
Paint Glass Co., Hartford, Conn., 
and secretary-treasurer E. Cyril 


Screw Corp., 


Osgood, 


Sullivan, Hunter & Havens, Ine., | 


Hartford, Conn. 


Past president directors are 





George F. Ellis, Hartford Belting. | 
Co., Hartford, Conn., and J. T. | 


McCulloch, Robeson Rochester 
Corp., Rochester, N. Y. 


FYFFE CO. RECEIVES 
NEW APPOINTMENTS 
The William M. Fyffe 


Brockton, Mass., has been 


Co., 
ap- 


pointed exclusive sales representa- 


tives by the Arrow Head Tool 
Corp., Tracy, Conn., manufac- 
turer of auger bits and ship 
augers, and for the Tuck Mfg. 
Co., manufacturer of tools. The 
sales campaigns for both lines 


will be in charge of H. M. Swain | 


and will be distributed through | 


hardware wholesalers only. 


E. R. Palmtag Co., San Fran.- ! 


cisco, has been appointed by the 
William M. Fyffe Co. as its rep- 
resentative on the Pacific Coast 
covering California, Washington, 
and Oregon. 


| 1818 GOODRICH EMPLOYEES 


IN TWENTY-YEAR CLUB 

There are now 1818 members 
in the Twenty-Year Service Club 
of The B. F. Goodrich Co., 


Akron, Ohio, following the semi- | 


annual pin presentation at which 
120 Akron employees were pre- 
sented with their 20-year em- 
blems. In addition 10 others in 


the company’s field organization, | 


who had completed 20 years of 


| service were honored. 


More than 2,000 members of 
the club and their families at- 


tended the presentation. 

Graham, vice-president, presented 

the pins. 

MERCHANDISE MART OPENS 
HOME BUILDING CENTER 


The Merchandise Mart, Chi- 
cago, Ill, is opening a Home 
Building Center in its Building 


Industries Section for the per- 


manent display of products used | 


in the various fields of the home 
building industry. The Center 
will be open to the public as 
well as to dealers and distribu- 
tors, 


FEDERATED SALES SERVICE ESTABLISHES SEAL 
OF APPROVAL FOR MANUFACTURERS AGENTS 


Sales 
ot., 


The Federated Service, 
Inc., 729 Boylston 
Mass., has annow:nced the adop- 
tion of a Seal of Approval for 
manufacturers agents. This seal 
similar to the 
Good Housekeeping Seal of Ap- 
proval except that it applies to 
man power only and specifically, 
sales performance. After analy- 
study, research, and check- 
ing of the many who perform 
services for Federated’s manu- 
facturer clients, approximately 
200 better than average manu- 


in meaning is 


sis, 


Boston, | 


been franchised 
An illustration 
of the seal is shown here. 


facturers have 
to use the seal. 











PREFERRED 
MANUFACTURERS’ 
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FEDERATED 
SALES SERVICE 
7.29 BOYLSTON ST. 8OSTON 






| York Area. 


| 


5. Gel 


B. CHRISTIANSON JOINS 
IOWA IMPLEMENT FIRM 


Bjorn Christianson has _ been 


apointed sales director of the 
Galloway Co., Inc., Waterloo, 
Iowa, manufacturer of farm 





B. CHRISTIANSON 


equipment, Mr. Christianson was 
formerly merchandise manager 
for the Nagell Hardware Stores, 
Minneapolis, Minn. Prior to 
joining Nagells, he was with 
Montgomery-Ward for five years 
and previous to that was secre- 
tary of the Wisconsin Retail 
Hardware Association. 





NEWHALL CO. ISSUES 
BRIDGE BROCHURE 


A timely brochure, 11 by 14 
inches, has been published by the 
E. E. Newhall Co., Inc., whole- 
sale hardware firm at 130 Town- 
send St., San Francisco, Calif. 
Entitled, “Our Bridges,” the 
brochure is a dramatic pictorial 
presentation of the new Golden 
Gate and San Francisco-Oakland 
Bay Bridges. Each illustration is 
page size and is accompanied by 
a brief legend. 


BROOKLYN TRADE SHOW 
ATTRACTS 500 


Approximately 500 
viewed the latest in 
and housewares at the Brooklyn 
Trade Show given Jan. 13 in the 
Johnston Building, Brooklyn, \ 
Y. Of the large audience that 
attended this one-night exhibit 
there were about 200 retail dea! 
ers from the Metropolitan New 
Approximately 25 
manufacturers had taken 
at the show and their represen 
tatives demonstrated and di- 
cussed their products on display 

The Brooklyn Trade Show '- 
an annual event sponsored |y 
the Brooklyn Hardware Associ 
ation. Ralph S. Allen, Diamond 
Expansion Bolt Co., New York. 
is secretary of the Association. 
and Sydney Atkinson, R. J. At- 
kinson, Brooklyn, is president. 


persons 
hardware 


space 


HARDWARE AGE 














for 








mM IDZS Schalk again goes in 


for advertising - and-sales harmony on a 
grand scale! Through such outstanding 
magazine-performers as The Saturday 
Evening Post, Better Homes & Gardens, 
Good Housekeeping, American Home, we 
will run millions of messages that will sing 
out and sell... that will bring home to 
your customers the saving graces of 
Double X, Savabrush, Schalk’s Crack Filler, 
Waxoff. Tune in and tie in! Hook up and 
stock up! Order from your jobber! Schalk 
Chemical Company, Los Angeles, Chicago. 


JANUARY 27, 
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DOUBLE X the high note 
in the Schalk line..."tops” in its 
field! Nationally advertised as 
the white magic that makes var- 
nish vanish, makes old floors new. 


SAVABRUSH tere is the 
original brush-restorer that has 
been singing its story of salva- 
tion into the ears of Mr. and Mrs. 
America for many years! 





A 
i | a 
CRACK FILLER A relo- 
tively new number in the Schalk 
line but a howling success from 
the start. The smartest-looking 
package in the business! 


WAX OFF not only a great 
dewaxer but a great life insur- 
ance policy for every dealer who 
has to cope with that chronic com- 
plaint, “The varnish didn’t dry”. 


—- 
oé 












H. A. “AL” CORNELL 


who sailed for Bermuda and Ha- 
vana, Cuba, on Wednesday, Janu- 
ary 5, 1938, on board the Furness 
Bermuda Steamer ‘“‘Monarch of Ber- 
muda,” with his friend, Robert De- 
laney. Both men are prominently 
identified with the Brooklyn hard- 
ware trade. Mr. Cornell’s trip was 
a gift of the Metropolitan Hard- 
ware Association in appreciation for 
his long service to that body in con- 
nection with its annual banquets, 
outings and other activities. 


SEATTLE HARDWARE PLANS 
MERCHANDISE SHOW 


|} successor to 


The Seattle Hardware Co.. | 
Seattle, Wash. is planning a 


merchandise show to be held in 
that city, March 7-9. The show 
the latest in 


will incorporate 


hardware and kindred lines, espe- | 


cially designed to meet the every 
day requirement of the North- 
west. The entire top floor of the 
company’s large seven-story build 
ing is being completely remodel- 
led and redecorated for the ex- 
hibit. 
attended. 


Last vear over 350 guests 





Commencing the celebration of its Golden Anniversary, the Diehl Mfg. Co., Elizabethport, N. J., held 
a general sales conference at its plant in that city, from Jan. 6 to 11. 
Frank B. Williams, Jr., vice-president and sales manager, to discuss plans for the sales promotion and 
advertising of the company’s many electrical products. 
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ALABAMA 


The Dobson-Lovvorn Hardware 
Co. is a new business in We- 
Ala. 


Ed Lovvorn 


dowee, 


and Pete Dobson. 


ARIZONA 


Arthur & Co. is the 
the Posten-Arthur 
Hardware Co. of Douglas, Ariz. 
Carne N. Posten sold his half 
interest in the store to E. S, 
Valencia and J. G. Smith, both 
associated 


R. G. 


of whom have been 
with the firm for some time. 


CALIFORNIA 


The Flinn-Bell Hardware, 
Costa Mesa, Calif., is moving 


into a new and larger location. 

J. K. Burton has moved into 
his new store at 240 Fifth St., 
( olusa, Calif. 


COLORADO 
W. H. Leyden was recently ap- 
pointed manager of the Graham 
Hardware Co. of Durango, Colo. 


FLORIDA 


G. N. Harris has opened a 
hardware business in the old 


State Bank Bldg., Milton, Fla. 


It is operated by | 


| Paint Co., 609 E. Locust St., that 
| city. 





} 
| 
| 


GEORGIA 
J. Weatherby Harrison is now 
connected with the Farmers | 
Hardware and Supply Co. in | 


Macon, Ga. 


approximately 170 men of the sales and manufacturing organizations. 


president, were speakers. 
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| ware Co. has moved from 511-13 


At a Golden Anniversary sales dinner there were 
Frederick J. Diehl, nephew of the 
founder, who is in charge of the company’s experimental work, and Charles C. Remsen, assistant to the 
Six employees were presented with 25-year service buttons by Mr. Williams. 


ILLINOIS 


Joseph Holland has opened the | 
Joseph Holland Hardware at 42 
S. Washington St., Hinsdale, Ill. | 


INDIANA 

The Snider Hardware, 325 | 

Wabash Ave., Terre Haute, Ind., 

has appointed Ted Taylor gen- 

eral manager. Mrs. Mabel J. 
Snider is the owner. 


Roy H. Mays of Kokomo, Ind., | 
has purchased the Goshen Hard- | 
Co., Goshen, Ind., from 
Schaefer and William L. 


ware 
Ww. &. 


Shoots. 


IOWA 


T. H. Connell has sold his 
interest in the T. H. Connell & 
Co. hardware store in Deep River, 
lowa, to Philip Winegarden. Mr. 
Connell is retiring from business. 

E. F. Sperry, former hardware 
dealer at Ninth St. and Keosau- 
qua Way, Des Moines, Iowa, has 
disposed of his store to join the 
staff of the O’Dea Hardware and 


He will manage the build- 
ers’ hardware section, expansion 
of which is planned. 

A. L. Clanson, formerly of 
Kalmath Falls, Ore., has opened 
a hardware store at McelIntire, 
lowa. 


KANSAS 
The Bowen-Nuss-Brown Hard- 


The conference was called by 





Kansas Ave., Topeka, Kan., tv 


521 Kansas Ave., that. city. 


LOUISIANA 


The B. Stern Co., Amite, La., 
is building a new store for it- 
hardware department. 


MARYLAND 


Chas. Zimmerman & 
dealer in builders’ hardware, ha- 
moved its store from Pennsy]- 
vania Ave. and Cumberland St., 
Baltimore, Md., to 11 W. Frank- 
lin St., that city. 


Sons, 


MINNESOTA 


A. E. Siddall is erecting a new 
building for his hardware store 
at Wells, Minn. 

Ole Malme recently bought 
the Efteland Hardware and has 
opened for business in Shelley, 
Minn. 


NEW YORK 


The Doyle Hardware Co.. 
Utica, N. Y., has purchased the 
hardware store of Clinton Taylot 
in Sidney, N. Y. 


NORTH CAROLINA 


J. Sidney Brown has opened a 
paint and hardware store on 
Main St., Tarboro, N. C. Mr. 
Brown was formerly a_ partner 


with Perry Pitt in the Brown- 
Pitt Hardware Co. 
The Rhodes Hardware Co.. 


Laurinburg, N. C., is now in new 
quarters in the Greenburg Bldg. 





C. Guy Townsend and Howard 
Linkhaw are now operating the 
Lumberton, N. C., hardware 
business formerly owned by the 


L. H. Caldwell estate, as the 
Townsend and Linkhaw Hard- 
ware Co. 


Hardiman and Son, operating 
stores in Salisbury and Spencer. 
N. C., has discontinued its line 
of general hardware at the Salis 
bury store which henceforth will 
be devoted entirely to electrical 
appliances and stoves. The hard 
ware department of the Salisbury 
store has been consolidated with 
that of the Spencer store in the 
latter location. 

The Yonts-Loflin Hardware 
Co., Thomasville, N. C., is again 
open for business under the 
management of Dewey Loflin and 
F. M. Aldorfer. 





NORTH DAKOTA 


The Gronwold-Halseth Co.. 
Barton, N. D., has purchased the 
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‘MADAM, THE ANSWER IS YES!” 


No need to pull your 
punches when you 
sell Barrett Broad 
Shadow Shingles... 


Here’s a shingle that gives the deep 
shadow effect which home-owners 
demand ... even on a dark day! 
That’s because the Barrett) Broad 
Shadow Shingle has a band of dark- 
colored mineral surfacing built right 
into the shingle. 

Double thickness at the butts plus 
the economy and fire-safety common 
to all Barrett Shingles make the 
Broad Shadow Shingle a sure-fire 
best-seller! For new houses and re- 
roofing jobs, you can’t beat this 
great Barrett product for quick- 
selling. 

It will pay you to let the home- 
owners in your neighborhood know 
about the exclusive advantages of 
the Barrett Broad Shadow Shingle. 
Tell them about the Barrett Month- 
ly Payment Plan. and watch your 
shingle sales jump! 
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THE BARRETT COMPANY °° 40 RECTOR STREET > NEW YORK, N. Y. 
2800 SO. SACRAMENTO AVENUE, CHICAGO, ILLINOIS BIRMINGHAM, ALABAMA 
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stock of A. 


with its 


hardware 
combining it 
stock. 


general 


Sig Holtan has purchased the 
store and stock of the J. H. 
Murphy, Est., Rolette, N. D. He 
will modernize and remodel the 
store during the winter months. 


OHIO 
W. H. Waite has purchased 
the H. C. Bryant Hardware 


store at Chesterville, Ohio. 


SOUTH CAROLINA 


The Dan 
Hardware Co., 


Paint and 
Anderson, S. C., 


its business. 


Brown 
has discontinued 
The old 


Dillon Hardware 


building in Dillon, S. C., has 
been remodeled and is now. ve- 


cupied by the Rogers Hardware 
Ce. 


TEXAS 
G. kK. Denman has purchased 
half interest in the Jacobson 


Hardware Co., Denton, Tex. 


The Enochs Hardware and 
Lumber Co.. Enochs, Tex., ha- 
been sold to Pat Wooley of Mule 


shoe, 


Hl. M. MeDonald and J. C. 
Gilliam are the owners of the 
new MecDonald-Gilliam Hardware 
Co. recently opened in Floydada 
Tex. 

Carl Montgomery has — pur- 
chased the one-third interest in 
the Greenhalgh-Litthe Hardware 


Co.. Greenville, Tex., formerly 
held by G. K. Denman. Mr. 
Montgomery will continue — in 


charge of the radio and electric 
refrigeration department. 

Gus Galewsky is managing a 
new firm in Hempstead, Tex., 
The Hempstead Hardware and 
Appliance Co. 


Louie J. Cunningham has _pur- 
chased the Thompson Hardware 
in’ Roby, Tex., from M.D. 
Thompson. The business will be 
with stocks 
and an improved store building 


continued increased 


VIRGINIA 

Albert Peery 

Clair have 

with the hardware 

and St. 
Tazewell. Va. 


and 
become 
business of 
Clair, 


Peery Inc. in 


WYOMING 


Robert Black, manager of the 
Cheyenne Hardware, Cheyenne. 
Wyo., is discontinuing his hard- 
ware business, 
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O. F. MOSSBERG 


Oscar F. Mossberg, 70. presi- 
dent of O. F. Mossberg and Sons, 
Inc., firearms 
New Haven, Conn., passed away 
Dec. 27. 1937. after a prolonged 
illness. 


manufacturer of 


Widely known as a mechanical 


designer, Mr. Mossberg was bern | 


and educated in Sweden. In 1886 


he arrived in this country and 





OSCAR F. 


MOSSBERG 


settled in Fitchburg, Mass., where 
he was soon placed in charge of 
the bicyele department of the Iver 
Johnson Co. in that city. At that 
Mr. Johnson was working 
on a safety catch principle for 


time 


| revolvers, but when his attempts 


Fred St. | 
connected 


proved unsuccessful he turned the 
work over to Mr. Mossberg, who 
invented the clutch. 

Mr. Mossberg later moved to 
Hatfield, Mass., where he 
engaged as superintendent of the 
Shattuck Arms Co. from 
1902. Until a 


was 


year 


had been connected with the J. 
Stevens Arms Co., Chicopee Falls, 
Mass. 

In 1917 he came to New Haven 
as a department head for the 
Marlin-Rockwell Corp., where he 
gave invaluable service to the gov- 
ernment during the World War 
with his 
mechanical perfection of machine 
1918 Mr. Mossberg 
that 
name, engaging in the manufac- 


innevations in the 


guns. In 
founded the firm bears his 
ture of fine rifles, shotguns, and 
in later years, telescopes. 

Mr. Mossberg leaves his widow, 
Alida Peterson Mossberg: two 
sons, Iver O. Harold F. 
Mossberg, and a daughter. 


and 


W. H. JONES 
W. Hz Jones, associated with 
the Albany Hardware Co.,  Al- 
bany, N. Y.. passed away re- 


cently. Mr. Jones had spent 
more than 50 years in the service 


of various hardware concerns. 


DAVID S. THOMAS 


David S. Thomas, 72. well- 
known hardware merchant of 
Statesville, N. C.. passed away 
suddenly Jan. 1, at his home in 
that city. He had been engaged 


| in the hardware business for al- 


| and 
| ware 
| pioneer settlement. 


most 40 years. 


C. J. JOHNSON 


C. J. Johnson, 94. hardware 
merchant of Dell Rapids. S. D., 
and a former state senator, 
passed away recently. Mr. John- 
son went to Dell Rapids in 1880 
established the first hard- 
store in was then a 
\ son, Chris 


what 


Johnson, survives. 


DANIEL E. OSGODBY 


Daniel E. Osgodby of Pied- 
mont, Calif., assistant director of 
sales for the Pacific Coast divi- 
sion of the Congoleum-Nairn Co., 


Kearney, -N. 


OBITUARY 








J.. died of a heart | 


attack in East Orange. N. J. 
His widew and two daughters | 
survive, 

JAMES DUFFY 


James Duffy, 70, president of 
the Grand Rapids Hardware Co., 


Grand Rapids, Mich., passed 
away at Palm Springs. Calif.. 
| after a long illness. Mr. Duffy 


hecame associated = with — the 


| Grand Rapids Hardware 35 years 


1897 to | 
before the | 


United States entered the war, he | York Band Instrument Co. 


His rise was rapid, finally 
culminating into the position of 
president. In addition, he was 
at one chairman of the 


ago. 


time 








E. A. KNUDSEN, JR. 


E. A. Knudsen, Jr., recently 
appointed by Hughson & Merton, 


manufacturers’ —_ representatives. 
1499 Market St., San Francisco, 
Calif., to cover the intermoun- 


tain territory, passed away re- 
cently. But 30 years of age, his 
death was the result of an in- 
fection which was caused by a 
sliver of metal. 

Mr. Knudsen, the. son of E. A. 
Knudsen, formerly sales manager 
and buyer for the Salt Lake 
Hardware Co., began his career 
with that firm in 1925, He later 
Strevell Paterson 
Hardware Co. In 1929 he be- 
came a salesman for Rhodes & 
White in specialty. Shardware 
sales, and more recently did ispe- 
cialty sales work for the Majes- 
tic Mfg. Co.. St. Louis, in con- 
junction with the Salt Lake 
Hardware Co. 


joined — the 


EUGENE C. HALL 


Eugene C. Hall, 53, president 


|of The Paine Co., 2949-2951 
Carroll Ave., Chicago, Ill., man- 


ufacturer of hardware special- 
ties, passed away recently at his 
home in Glen Ellyn, Il. Mr. 
Hall had been associated with 
his firm for over 20 years and 


had witnessed the company’s 
silver anniversary of corporate 
existence. 


He leaves his widow, two sons 
and a daughter. 


J. FRED SCHAFFER 


J. Fred Schaffer, 66, hardware 
dealer and life-long resident of 
Mt. Pulaski, Ill, passed away of 
a heart attack on Dec. 30, 1937. 
and four sisters 


Two brothers 


survive. 


UNEMPLOYMENT INSURANCE INSTRUCTION BOOKLET 


The first Instruction to Em- | and 


ployees, insured under the New 


' 
| 


York State Unemployment In- 
| surance Law. was announced 
Jan. 17 by Deputy Industrial | 
Commissioner Paul Sifton, Ad 


ministrator of the 
Placement and Unemployment 
Insurance of the State Depart- 
ment of Labor. 

The 


-tatement 


was a_ brief 
to the effect that the 
forth in the booklet 
“Information for Employees” 
were effective as of Jan. 1, 1938, 


with the exception of those con- 


Instruction 


rules set 


cerning the filing of applications 
for benefits, since all such appli- 


cations may be filed by mail 
during the month of January. 


This 


booklet has been printed 


Division of | 


| booklet 


| 
} 
| 
} 


distributed to employees 
through their employers. Each 
employer, in addition to a sup- 
ply of booklets sufficient to dis- 
tribute to his employees, has re- 


| ceived Employer Instruction No. 


10, instructing that he make the 


available to all insured 


| persons in his employ. Through 


this distribution they have been 
abie to reach each insured per- 
son who is now employed. Per- 
sons who have worked in insured 
employment and are at present 
unemployed will be reached by 
distribution through labor organ- 
izations, offices of the New York 
State Employment and 
through such other distribution 
points as are found advisable to 


Service 


use, 
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“SUNDAY BEST" is cuveryday at- 
tire for this hardware store in De- 
troit, Mich. A modern, inviting 
Pittco Front, designed by Architect 
H. D. Ilgenfritz, did the job of 
lifting it from the commonplace— 
giving it sales appeal that brings 
new customers in... to buy! Con- 
tractor, Kreighoff Co. 





Pittsburgh Plate Glass Company, 
Please send me, 
Bigger Profits with Pittco Store Fronts.” 


iE ee 


ae oer ere 





21094 Grant Bldg., 
without obligation, youn 


Pittsburgh, Pa. 


book entitled “Producing 





Dress your Store 


nits SUWDOAY LEST 


Every Day in the Week! 


, Oe IN! You'll enjoy shop- 
ping here.” That's what a 


Pittco Front on your hardware store 
will sav to all who see it... and al- 
most evervone will see it! With its 
eye-catching beauty it will attract 
and invite customers, build sales, in- 
crease profits. For a Pittco Front is 
on the job... every day in the week 
in its Sunday Best... bringing vou 
new customers and helping vou to 
hold the business you have already 
gained. 

Dress up vour store and go 
places! Modernize with a_ Pittco 
Front. When remodeling, consult an 
architect’ to assure vou a_ well- 
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planned, economical job. Our stafl 
of experts will gladly cooperate with 


him in planning a front to suit your 


needs, Mail the coupon for facts, 
figures and photographs that explain 
in detail how Pittco Fronts produce 
bigger profits. 

Be sure to see the Pittco Store 
Front Caravan now ona nation-wide 
tour. Contact our local branch fo 
specific information as to when the 






Wi oa, 


GY“ 


PITTSBURGH,, 
PLATE GLASS COMPANY 


Caravan will visit your territory. 


PITTSBURGH TIME PAYMENT PLAN 
You can take up to 2 years to pay for 
vour Pittco Front. Pay 20% down 
the balance out of income. 


IT TCO 


PLL FRONTS 


metal. . _peainl 


Wash. 
oo 


glass... 
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ADVANCES 
Copper Roof cement 
Lead Radio tubes 
Felts Turpentine 
Building paper 
DECLINES 
Wall coverings Tubs and pails 
Wall registers Leather findings 
Shovels and Garden Tools opening fall price schedules on 


Jobbers have received a_reduc- 
tion of $1.00 per dozen on one 
pattern of shovels, to adjust the 
position of this item with rela- 
tion to other numbers in the line. 
No other lines or patterns have 
been changed, and it is under- 
stood that no general reduction is 
contemplated. Prices established 
last fall are holding firm on gar- 
den tools and accessories, on hose 
and hose supplies, and on grass 
hooks and shears, with orders 
liberally this 
require- 


coming in more 
month, toward spring 
ments. It seems likely that pres- 
ent quotations will carry through 
the season, for even late buyers 
must almost immediately provide 
for their needed supplies. 


* * 


Bolts and Nuts—Quotations 
on carriage and machine bolts 
and nuts, as well as stove bolts. 
are holding without change, with 
all leading manufacturers stick- 
ing strictly to their latest 1937 
schedules. 


% *% *% 


Registers, Furnace Fittings. 
Etc.—A decline in floor and wall 
registers of 10 percent has re: 
cently restored the base discount 
which was in effect for many 
years, prior to the advance named 


about a year ago. In preparing 


62 


furnace pipe and fittings, dis- 
counts 10 percent lower than the 
top figures of the 1937 season are 
offered by leading makers, effec- 
tive January 3rd. 
* * * 
Steel Pipe and Pipe Fittings 
In common with other heavy 
steel lines, prices on galvanized 
and black standard pipe are hold- 
ing steady. 
* * * 
Galvanized Ware 
manufacturers have announced a 
reduction on standard galvanized 
tubs and pails, approximating 74% 
percent. 


Leading 


* * * 


Big Ben Clocks—On Decem- 
ber 26th, the Western Clock Com- 
pany put out higher prices on two 
popular numbers of their Big Ben 
alarm clocks, advancing the No. 
201 plain dial and No. 211 
luminous dial “Loud Alarm” 
clocks by about 12% percent. 
There has been no change on the 
balance of their Westclox or 
watches. 

* % * 

Shoe Findings, Etc.—Lower 
price lists have been put out by 
manufacturers of leather 
findings, including half soles, oak 
slabs, squares and shoulder strips. 
and a decline of 1% cent per 


some 


pound on shoe tacks has been put 
out by Atlas Tack Corporation 
and others. 

% * * 

Clothes Baskets — Imported 
clothes baskets are apparently 
due for an advance, due to an in- 
crease in the import quotations. 
Domestic suppliers have notified 
their trade to enter at once final 
and limited orders, for such sup- 
plies as can be taken care of from 
low-cost stocks on hand. New 
business is being accepted subject 
to stock, and to price changes 
without notice. 


* * * 


Fire Extinguishers — One 
manufacturer has dropped _ his 
quotations about 50 cents each 
on fire extinguishers, both the 
soda-and-acid and the foam type. 
in the popular 214 gallon size. 
This seems to be a bid for volume 
rather than the result of any con- 
siderable saving. in cost. 


% * * 


Radio Sets and Tubes—Sev- 
eral numbers of RCA glass radio 
tubes were advanced January 3rd 
an average of 5 to 10 cents per 
unit, with some specialty numbers 
increased as much as 25 to 50 
cents. Sales of radio receiving 
sets were reported considerably 
better toward the end of Decem- 
ber, having picked up sharply 
just before the holidays. Total 
sales for the month, however. 
were estimated at about 40 per- 
cent lower than December, 1936. 
The industry reports some 7,700.- 
000 sets sold throughout 1937- 
about 7 percent below the top 
record established in 1936. Some 
fairly heavy inventories are still 
reported, and sales promotions 
are continuing throughout the 
winter, with a view to cleaning 
out all surpluses before the new 
models appear next summer. 
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Electrical A ppliances—Sales 
of moderate-priced electrical ap- 
pliances finished 1937 in good 
volume. but with some falling off 
on the more expensive accessories. 
The National Electrical Manufac- 
turers Association estimates their 
equipment sales for 1937 gained 
23 percent in volume compared 
to 1936, though because of the 
average lower price range of 
items sold. the dollar volume did 
not quite reach 1936. The Gen- 
eral Electric Company reported 
their 1937 orders increased 28 
percent over 1936, totaling above 
379 million dollars, against about 
297 million in 1936. This favor- 
able comparison was modified by 
a sharp decline in sales during the 
fourth quarter, which fell 13 per- 
cent under the preceding year’s 
comparison. 


% * * 


° 

Paint Lines — On January 
10th. the dealers’ price on white 
lead in oil, under 500 pound lots, 
was reduced 50 cents per 100 Ibs., 
and dropped 75 cents per cwt. on 
500 lb. orders or over. Two ad- 
vances of 14 cent per gallon each 
on turpentine were reported early 
this month, with rumors of a still 
stronger market to come. The 
shellac market, too, seems to be 
pointing higher, with finished 
shellac prices today close to the 
lowest in several seasons, and the 
new crop reported very scant, in 
some sections only 28 percent of 
normal. No changes have been 
put out by the manufacturers as 
yet. Naturally, at this ‘season, ac- 
tivity in paint lines is at a low 
stage. with sales running some- 
what below last January. Official 
figures for the industry were re- 
cently put out, covering Novem- 
ber sales, during which month 
the total reported by 579 con- 
cerns reached slightly over 25 mil- 
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lion dollars, as compared to 281% 
million for November, 1936. 


* * * 


Washing Machines—Washing 
machine sales reported for 1937 
totaled the second largest in the 
industry’s history, despite a sharp 
decline in sales during the last 
half of the year. The gains for 
the first six months were suf- 
ficient to bring the 1937 total to 
approximately 1,650,000 units 
within 414 percent of the record 
high. November shipments, which 
were the latest reported, dropped. 
however. some 261% percent from 
the previous November. 


% % % 


Chain and Mail-Order Sales 
-Earliest reports of chain store 
sales for December showed, in 
general, slight decreases from the 
year previous, due, probably, to 
a decline in the dollar volume of 
holiday trade. Sales of Mont- 
gomery Ward & Co. dropped less 
than 1 percent from December. 
1936, while sales of Sears, Roe- 
buck & Co. were 214 percent 
For the year to date, how- 
ever, Sears’ gain was 15.9 per- 
cent, and Ward’s 9.6 percent over 
the corresponding 1936 period. 
Woolworth sales gained 3.7 per- 
cent in December over the year 
previous and for the year gained 
4.9 percent. Kresge’s December 
sales were .8 of 1 percent less, and 
for the year, 3.7 percent more, 
than in 1936. Other important 
companies showed similar com- 


under. 


parisons. 


Freight Carloadings — Rail- 
road freight traffic made some- 
what more than a_ seasonable 
weekly gain of 20.7 percent in 
the January 8th week, to 552,314 
cars. This volume, however, was 


far below that in the first weex 
of either 1937 (21.1 percent less) 
or 1936 (10.2 percent less). The 
best increases over the preceding 
week were in loadings of miscel- 
laneous and LCL freight and of 
coal. 


Building Permits—December 
construction contracts in the 
thirty-seven states east of the 
Rocky Mountains have recently 
been reported by F. W. Dodge 
Corporation, and show a favor- 
able gain of 4.9 percent com- 
pared with December, 1936, as 
well as a gain over November, 
1937. Much of the upturn was in 
the non-residential field, and in- 
cluded some new gains on com- 
mercial buildings, factories, and 
public institutions. Dodge reports 
that total construction awards for 
1937 increased 8.9 percent over 
1936, a very much reduced yearly 
rate of gain, as compared to the 
immediately preceding years. 


* * * 


Cost of Living—The National 
Industrial Conference Board has 
brought up to December their 
analysis of the cost of living of 
In December, this 
percent 


wage earners. 
index declined .4 of 1 
from November, all major items 
costing less, except coal, which ad- 
vanced. 
were 2.9 percent higher than in 
December, 1936. Costs were 23.6 
percent higher than at the low of 
1933, but still 11.7 percent lower 
than at the end of 1929. The 
mark-up on fuel costs did not take 


Living costs last month 


into consideration the main ad- 
vance, 12 percent, on coal, which 
will appear in the January, 1938, 
comparisons. The purchasing 
value of the dollar in December, 


1937, was 112.9 cents, compared 
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to 116.1 cents a year previous. 


and 100 cents in 1923. 


+ * 


Cautious—-A 
moderate re- 


Retail Buyers 
gradual and very 
covery in hardware sales is noted 
in all but a few sections this 
month. — Retail 
usual, are holding nearest to nor- 
mal, and the change from a year 
ago at most stores lies chiefly in 
the more cautious buying now 


transactions, as 


prevalent. Last year early and 
large specifications were the rule. 
and most retail buyers were look- 
ing ahead as far as the jobbers 
and manufacturers would accom- 
modate them. Now buying for 
the future is hard to 
and while needed current orders 


influence. 


are placed readily, future ordering 
is done only after many compari- 
sons and checks of prices. The 
few weak price situations were 
quickly recognized, and are “ham- 
mered” hard, but the average mer- 
chant is coming to respect the 
firmness which most lines show. 
and will order without concession. 
when convinced that steadiness is 
justified. 


Pushing Sales in January 
Seasoned _ retailers 
how to avoid much of the after- 
Christmas slump which used to 
run their sales charts away down 
during January and February. 
Now. by well-displayed merchan- 
dise, changed and interesting show 
windows, and judicious advertis- 
ing. a lot of stores induce a sur- 


are learning 


prising amount of spending. As 
in the department store field, Jan- 
uary may easily become known 
to the buying public as affording 
perhaps the lowest prices and most 
attractive bargains of the year in 
the hardware stores. Competition 
right now, both in the matter of 
pricing and of promotion, is un- 
usually keen among retailers, and 
only the stores which are alert 
to the markets and which are us- 
ing live promotion methods are 
holding their sales up to a satis- 
factory level. 


Wholesale Ordering—-Whole- 


salers suffered a sharp decline in 
December sales, compared with 
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the year previous, and may fall 
behind again this month, in com- 
parison with last January. In the 
prevailing fashion, wholesale or- 
dering is extremely conservative. 
and buyers are in no hurry to 
make future commitments. There 
is a steady increase, however. both 
in current buying and in the plac- 
ing of specifications for spring 
and early summer lines. ‘This 
improvement comes largely from 
the necessity of depleted stocks. 
but there is also a growing desire 
on the part of many buyers to 
contribute to a new start of ac- 
tivity, by coming into the market 
on lines whose prices are consid- 
ered safe. or where there have 
been satisfactory inducements to 
buy. 


Copper, Lead and Tin-—Con- 
siderable strength has developed 
lately in copper and lead, reflect- 
ing a little better activity in de- 
mand. Copper, which had reached 
a low of approximately 10 cents 
per lb., has recovered to 107% 
cents, with some leading interests 
holding to 11 cents. Lead, too. 
has reacted, in several changes. 
from a low of $4.75 wholesale, at 
New York, in December, to $4.90 
per 100 lbs. Tin and zine are 
steadier, with more strength than 
weakness in their outlook. The 
improving demand, while enough 
these encouraging 
price moves, is only a short step 
in the right direction, for both 
copper and lead stocks increased 
sharply during the latter months 
of 1937. A much further acceler- 
ated demand is needed, even to 
balance the present moderate rate 
of production. The usual prompt 
changes in manufactured and 
semi-manufactured products have 
accompanied the stronger copper. 
lead and tin markets. Sheet cop- 
per, copper rods, and wire have 
all been increased proportionate. 
ly. while solder, babbitt metals. 
and similar lead products have 
made some recovery. Kester core 
solder, however, was reduced on 
January 3 to a basis of 58 cents 
per pound for one pound spools, 
with wholesale discounts un- 
changed. The latest change, too. 
on roof flashings, galvanized, lead 
and copper, was downward, to 
the extent of about 10 percent. 


to influence 





Commodity Prices — The 
wholesale commodity indices are 
showing a little more firmness, 
with recent fluctuations — slight 
either way. The index of retail 
prices had dropped at the begin- 
ning of January to the lowest 
point since last February, accord- 
ing to the latest Fairchild survey. 
which also prophesies that fur- 
ther retail price drops must be 
expected through the first half of 
1938. Based on January, 1931. 
as 100, this index on January 2 
stood at 93.2 percent —a drop of 
3% percent from the September 
1937, high, but only slightly dif- 
ferent from the figure of last Jan- 
uary, which was 91.7 percent. 


* & % 


Prepared Roofing and Shin- 
gles—The manufacturers cl aim 
some of the staple selling items 
are below present cost of produc- 
tion, and they are anxious to raise 
the present market to better level 
before the active spring season. A 
leading maker of tarred and as- 
phalt felts, red rosin building pa- 
per, and roof cements and coatings 
has already put out a change, to 
be in effect February 1, represent- 
ing about a 5 percent increase. 
Mills seem not at all anxious to 
load up their order books with 
specifications at present levels. 


+ * * 


Cotton Manufacturers—A re- 
vised price list was issued Jan- 
uary 4 by the Standard Coated 
Products Corporation, with sev- 
eral reduced quotations on Meritas 
enameled muslin, drill and duck 
used for wall coverings, etc. Or- 
ders at the revised basis will be 
accepted for deliveries through 
March. Factories have reduced the 
base price on number duck about 
10 percent, with ounce goods 
down again, about one-quarter 
cent per square yard. Leading 
makers of cotton wrapping twines 
reduced prices one cent per pound 
early in January, and from other 
sources declines were named on 
jute twines ranging from 14 to | 
cent per pound. Following the 
recent lowering on seine twine and 
trot lines, correspondingly lower 
figures are appearing on twisted 
chalk and mason lines. averaging 
perhaps a 10 percent decline. 


HARDWARE AGE 


























This smashing ad-of-the-month for February 
appears in the February 19th Post, the Feb- 
ruary 26th Collier's, and ties in with G-h’s 
February lamp display. 


MILLIONS WILL BUY THESE BRIGHT, NEW 
LAMPS AT HARDWARE STORES! 


Get your share of this business 


— of people .. . your customers among 
them .. . will see and read this powerful newsy 
ad in the February 19th issue of the Saturday Evening 


Post, and in the February 26th issue of Codiser’s. 


They will want to buy these new, brighter MAZDA 


lamps made by G-E that give them more light for their 


money than ever before in history. Get your share of 


this business by displaying tear pages of this ad in 
your window, on your counter, near your MAZDA lamp 
display . . . where customers are sure to see it and be 
reminded to buy lamps. General Electric Company, 
Dept. 166, Nela Park, Cleveland, Ohio. 


EDISON MAZDA LAMPS 


GENERAL @ ELECTRIC 
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The Sampler” Trailer 
Model 800 


salesmen’s samples. 


specially designed fot 
Height of trailer 


from pavement is 22 inches and it is 









The Sample 


therefore easy to load. 
is compact so that all points inside are 
easily accessible. Trailer has two-point 
attachment, two locking handles, two 
leaf springs, and two front spring 
hangers to remove road bumps from the 
ear and driver. Sponge rubber insula 
tion provides complete weatherproofing. 
Maker states the wheels swivel like a 
caster and the trailer backs easily and 
smoothly. The Frank Rose Mfg. Co., 
Hastings, Neb. 


Electric Dry Shaver 


“Utility’—has “twin-cutter” with self 





sharpening cutting surfaces. Maker 
states graphite-treated bronze motor 


hearings will never require oiling. Has 


which oper- 


-pecially designed motor 
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ates on A.C. or D.C. outlets, 110-120 
volts. Maker states cutter head de- 
presses the outer skin slightly so that 
hair will be cut off a little below the 
surface of the skin and as cutter head 
passes over, skin springs back to nor- 
mal, making hair invisible. Utility In- 
strument Co., Cranford, N. J. 


Low-Priced Power Mower 


This new 19-in. Cooper “Special” is 
a heavy duty mower that offers at a 
popular price many new and exclusive 
Its design and construction 
is simple and rugged. Clutches have 
heen eliminated. A convenient indexed 
adjustment, ranging from 4 to 344 in., 


features. 





provides a simple and accurate means 


for raising and lowering the cutting 
height as needed, without tilting the 
bed plate, which always remains level 
and in proper position for best cutting 
results. Mower has steel-cut hardened 
gears, Oilite bearing for wheel shaft, 
self-adjusting Timken bearings in the 
reel. The gears, chain, pawl chamber 
and wheel drive are enclosed and 
vasket Maker states large 
wheels with heavy semi-pneumatic tires 
together with three-section roller make 
Cooper 


sealed. 


for easy handling and turning. 
VUfg. Co., Marshalltown, Iowa. 


Wiping Cloth Catalog 

Describes the different types of wip- 
ing cloths made by the Leshner Di- 
vision, The Philip Carey Co., Hamilton. 
Ohio. 











Rapid Light Calculator 

This “Rapid Calculator” is a new in- 
strument designed to aid lighting sales- 
men and large consumers of lamps in 













determining pertinent data such as rela- 
tive costs of light, energy wasted by in- 
ferior lamps of various wattage, proper 
discounts, and equivalents. It is 
smaller than a picture post card. is 
equipped with several sets of stationary 
and movable scales, calibrations show- 
ing various electrical energy rates. per 
cent differences in lamp quality and 
efficiency, per cent discounts necessary 
to equal cost of light from five sizes of 
high-wattage lamps, and other vital fac- 
tors. It is built upon the principle of 
the common slide rule. General Elec- 
tric Co., Incandescent Lamp Dept. Nela 
Park, Cleveland, Ohio. 


Window Ventilator 


This ruffled cloth ventilator matches 
curtains. Cloth is easily removed for 
cleaning or replacement. In winter 
it is said to break drafts; keep out rain 
or snow and in summer to keep out 
Cloth is  weather-proofed. 
Frame is finished in cream color. Height 
is 11 inches. Made in two lengths-21 


insects. 





in. closed, 37 in. open and 27 in. 
closed and 49 in. open. Porter Screen 
Co., Burlington, Vt. 
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STERLING, 





QUALITY WIRE PRODUCTS 


Sterling Electric Refined Copper Bearing Steel has 


GREATER Rust Resistance—it is tougher... 
stronger ... lasts YEARS longer. 


a 
aes 


Common steel has no extra strength 
—it gives way rapidly to rust, re- 
gardless of its galvanizing. 


CLEAN STEEL 


Sterling Electric Steel is the best foun- 
dation steel for wire products — it has 





4, to 6 times more resistance to rust. 





NORTHWESTERN BARB WIRE CO., STERLING, ILLINOIS 








Stanley Hand Tools 
No.620 Hand Drill for handyman and 


vccasional tool user. Eight drill points, 
1/64 to 11/64 inches, are lodged in hol- 





low hardwood handle. Steel chuck with 
three hardened tool steel jaws takes 
drills up to and including '-inch size. 
Sturdy all-steel frame is nickel plated 
except for chuck which is cadmium 





plated. Handle and detachable side 
knob, and gray iron gear are finished 
in glossy red. No. 1951 Beveler is de- 
signed for use with hard or “tempered” 


fibre board materials and will cut a 
chamfer or bevel up to 3/16 of an inch. 
With its length of 10% inehes and a 
comfortable shaped handle and knob. 
this Beveler can be handled as easily 
is 2 Stanley plane. Metal parts of 
japanned finish. A heavy steel cutter 
is furnished. Stan/ey Too!s, New Brit- 
rn, Conn. 


Combination Power Mower 


The Fleetway heavy duty power mow 
er may be combined with a snow plow. 
as shown, or with a 18-inch water-weight 
roller. This combination makes it pos 





sible to use the Fleetway the veat 
around for the owner can roll his lawn 
early in the spring. cut it during the 
summer, and plow his snow during the 
winter. The plow will remove snow 
from 18 inches to two feet. Unit is 
easily changed. The water-weight at- 
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taches in the rear by means of a quick- 
action trailer hitch. The plow is at- 
tached in place of the cutting unit by 
four bolts. The Moto-Mower Co., 4600 
Woodward Ave., Detroit, Mich. 


Berger Gutter 


“Snaptite”—in this beaded gutter, the 


joints slip together and the bead edges 
snap into place. This gutter is designed 
to save erection time and eliminate close 
trimming to length because its joint- 
slip conveniently inside one another. 
Maker states it can be soldered withoui 
tacking and requires no slip joints: 
complete forming in one operation with 
a specially developed rotary fabricating 
machine assures positive rigidity and 
uniformity. The “Snaptite” is produced 





in rust-resisting Tonean iron, Berloy 
galvanized coppery alloy, open hearth 
steel and 40-pound Terne. The Berger 


Vig. Division, Republic Steel Corp.. 


Canton, Ohio. 


Can Punch 

This B. B. Multiple Can Punch makes 
it possible to perforate top of cans 
safely and quickly. Suggested retail 





selling price is 10 cents each. F. WV. 
Brenner, 7327 Torresdale Ave., Phila- 
delphia, Pa. 


“Handy” Hacksaw Handle 


Holds standard half-inch hacksaw 
blades. Blade is gripped in handle by 
two hardened set screws. Pistol grip of 
the handle is of right proportions to fit 
snugly in the average hand. Packed 
12 in attractive green carton with each 
handle mounted on display card. Elec- 
tro-Dyne Mfg. Co. Benton Harbor. 
Mich. 





<= 





Portable Compressor Unit 
This tandem mounted portable com- 

pressor unit. Model BC-2, is intended 

for use of house and automobile paint- 





ers, or for those having similar material 
application. It is said to displace ample 
air for applying spraying materials at 
production speed. Unit consists of two 
Sharpe “Bear-Cat” compressors, mount- 
ed as integral parts of a 1/3 h.p. hall- 
bearing motor. Maker states low volt- 
age protective device assured positive 
safety regardless of voltage fluctuations. 
Sharpe Mig. Co., 1224 Wall St... Los 
Angels. Calif. 


Paine Catalog 


The Paine Co., 2947-51 Carroll Ave.. 
Chicago, UL, has recently issued a 
catalog on its electrical, hardware, 
plumbing, and mill supply specialties. 
This catalog is bound with metal and 
the pages are thumb-indexed for easy 
reference. 


Boice-Crane Jig Saw 


The frame of this 16-inch power jig 
saw is a tubular casting with 16-inch 
deep throat. This enables user to cut 
through a 32-inch wide panel of mate- 
rial. Machine will cut maximum mate- 
rial thickness of two inches. The large 
cast, ground, and polished work table 
can be tilted to .45 degrees for bevel 
sawing. All reciprocating parts run in 
a bath of oil. Special long wearing 
alloy is used in the plungers, which run 
in replaceable bronze bushings. Plung- 
ers may be turned 90 degrees from the 


conventional position to rip long stock. 
Maker states jig saw will cut on wood, 
bone, ivory, Celluloid, Bakelite, and 
metals of all kinds and with a chuck 
may be converted into a metal filing 
machine. Boice-Crane Co., 1720-30 Nor- 
wood Ave., Toledo, Ohio. ; 


HARDWARE AGE 

















JA 














BIG 





There are six big reasons why Ovenex is 
smashing sales records over retail coun- 
ters everywhere. 


OVENEX IS STRONGER 

OVENEX REDUCES STICKING 
OVENEX INSURES A BETTER BAKE 

. OVENEX BAKES FASTER 

. OVENEX IS CLEANER 

- OVENEX HAS GREATER EYE-APPEAL 


PMRW 





9 Big ITEMS—9¢ SELLERS—COSTS *9 


OFFER THE MOST OUTSTANDING VALUES EVER SHOWN FOR 9¢ 


Every item here is an outstanding 10c seller. You can now offer 
tremendous yalues for only 9c! This assortment means quick sales 
and quick profits for you—and complete satisfaction plus many bar- 
gains for your customers. Fifty-five pounds of fast-selling Ovenex for 


only $9—you can’t lose! 


EDWARD KATZINGER COMPANY 


1949 North Cicero Avenue 


CHICAGO, ILLINOIS 


HERE IS THE DEAL © HERE IS YOUR ORDER 





DOZ. NO. DESCRIPTION SELL FOR 
3 X306 Individual Pie Plates 3 for 9c 
3 X409_ Extra Deep Pie Plates 9c each 
2 X29 #£Mountain Cake Pans 9c each 
2 X94 Knife Edge Mountain Pans Qc each 
1 X92 Knife Edge Pie Plates 9c each 
1 X601 Square Jelly Cake Pans 9c each 
1 X080 S8cup Tea Biscuit Frames 9c each 
1 X604 Bread Pans Qc each 
1 X602 Oblong Biscuit Pans 9c each 


Plus an Ovenex Counter Card in color. 


COSTS $9—YOUR MARGIN $5.04 OR OVER 56%! 


EDWARD KATZINGER COMPANY, 
1949 N. Cicero Avenue, 
Chicago, Illinois. 


Ship me at once...... “Big 9’’ Ovenex Deals, complete with 
Ovenex Counter Card in color, at $9.00 per deal, net f.o0.b. 
factory, Chicago. 
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Universal Drum Truck 


Made of rugged, all-steel construc- 
tion to insure ability to stand up under 
hard, industrial use. Wheels are ball 
bearing, steel or rubber-tired, to meet 





all floor conditions. An adjustable 
hook is controlled by a spring plunger 
and can be quickly set in proper posi- 
tion for barrels or drums from 24 in. to 
40 in. high. Backbone is 1% in. square 
tubing and handle is one continuous 
piece of 1% in. round tubing welded 
to the backbone. Overall width, 23 in. 
height 59 inches, approximate weight, 
65 lbs. The Colson Co., Elyria, Ohio. 


Billings’ Forged Tools 

This 1937-1938 pocket size catalog 
five by seven inches, features the new 
line of Billings’ Vitalloy Wrenches, com- 
prising double and engineers’ double 
hex box wrenches, textile, comstruction 
and structural wrenches and Billings’ 
shop tools. Also shown is a complete 
line of carbon wrenches for mainten- 
ance and shop work and a line of chain 
pipe wrenches and vises for oil field 
workers. The Billings & Spencer Co., 
Hartford, Conn. 


Shovel Light 


This Burgess flashlight with special 
attachment eliminates “blind shoveling.” 
This light is about 7 


% inches long and 





1% inches in diameter at its middle por- 
tion and it is equipped with two size 
“D” flashlight battery cells, a “bull’s- 
eye” floodlight lens, a tarnish-proof re- 
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flector. A Mazda bulb of 2.5 volts and 
.3 ampere is used. The center portion 
of the flashlight shell is ribbed to give 
the spring-clamp attachment a firm grip. 
The clamp device, equipped with two 
rubber rollers, allows the user to insert 
or remove quickly the flashlight from 
the shovel once the spring-clip acces- 
sory has been firmly clamped to the 
implement’s handle. The shovel-flash- 
light is provided with a spare bulb com- 
partment. Burgess Battery Co., Free- 
port, Ill. 


Rollfast Speedometers 


A Rollfast “De Luxe” model is now 
being offered as a companion unit to 
the standard Rollfast bicycle speedome- 
ter. The “De Luxe” has two odometers, 
one for total mileage and the other for 
trip mileage, the latter registering up to 
100 miles in tenths. It can be reset for 
each trip. Speed indicator registers to 
50 miles per hour. It also has shatter- 
proof lens, durable crackle finish and 





bright rust-proof chromium trip. Cable 
and driving mechanism are same as 
those on the Rollfast speedometer popu- 
lar last season. D. P. Harris Hdw. & 
Mfg. Co., Inc., 29 Warren St., New York 
City. 


New Garden Hose Package 


Modern two-color individual cartons 
are the new packages for Bull Dog, 
Vigilant and Vixen garden hose in 
either 25-foot or 50-foot lengths. Each 














individual carton has four windows 
through which the customer may see 
the hose he chooses to buy. The new 
containers, because of their attractive 
colors, lend themselves to effective dis- 
plays. B.W.H. garden hose in either 
style of packaging may be obtained. 
Boston Woven Hose & Rubber Co., 
P.O. Box 1071, Boston, Mass. 





Revolving Ventilator 


Large weathervane keeps the mouth 
of the ventilator away from the wind, 
making it rain and storm-proof and 
preventing down draft. Venilators are 





made from rust-resistant iron with cast 
iron base or sheet metal base. They 
are easily fitted to any shape roof. Made 
in several sizes. Accurate M}g. Works, 
2432 Milwaukee Ave., Chicago, III. 


Oiler Display 

This “Sales Maker” display carton 
opens like a book and is set up without 
rearranging or unwrapping the oilers. 
Bottom of box is scored and acts as a 
hinge. Dealer has only to remove the 
cover and follow simplified instructions 
placed with each display. This display, 
the maker states, requires one-third 
less display space as compared to old 
style displays of a similar nature and 
has the added advantages of allowing 
its entire contents to be viewed at all 
times, from any angle. Eagle Mfg. Co., 
Wellsburg, W. Va. 
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GY yaarklets offers 
FREE GOODS—EXTRA PROFITS! 


BUY NOW—These Two Offers Effective January 15th to March Ist Only 


FREE wp every purchase of three Streamline Spark- peg (With every purchase of one dozen boxes of 

DEAL let Syphons, any model, you get ABSOLUTELY DEAL Sparklet Bulbs (10s), you get ABSOLUTELY 
FREE 2 boxes of 10 Sparklet Bulbs, retail value FREE one box of 10 Sparklet Bulbs, retail value 

No. 1(¢) 70, No. 2(s5¢. 

What's more Sparklets offers free with every order of | doz. Spar- order of one dozen boxes of 10 Sparklet Bulbs, Sparklets offers free 

klet Syphons, one window and counter display unit. And with every one bulb box counter display unit. 

re Ti ieWC Ee a % Take advantage of these extraordinary offers at once! Remember 


—they are good only January 15th to March Ist, 1938. Send 
your order today to your hardware 











aa PRICES — pean ga Immediate deliveries 
assured. 
Sparklet Bulbs 
No. 105 Bulbs (5s) Retail 45¢........ .. .doz. $3.60 
No. 110 Bulbs (10s) Retail 85¢... doz. 6.80 
No. 125 Bulbs (25s) Retail $1.95 ... .doz. 15.60 


FS, yaarklet SF, ypphons 


Enamel Finish (Nos. 40, 41, 42). .Retail $5.95. .doz. $47.60 
Chromium Finish (Nos. 20 and 21). .Retail 6.95..doz. 55.60 


Copper Finish (No.30).........Retail 6.95..doz. 55.60 
SPARKLETS CORPORATION 
515 Madison Ave. New York City 




















SCREW HANDLE 
AQJUSTMEN 





For Mechanics, : 
Or Home User -_ * No. 2150 Adjustable—8 ‘ 12 ins. 


The mechanic whose bread and butter depends upon sawing 
metal correctly, realizes the importance of using good hack saw 
frames as well as good blades. Sell that kind. Union Hardware 
Hack Saw Frames are made to help blades do their duty. They 
are bought by mechanics who appreciate the fact that théy hold 
the blade rigid and secure and keep it properly tensioned while 
sawing. 


Union Hardware Hack Saw Frames 


are also made with the thought of affording a good, firm, comfortable 
grip. The wood handled frames are patterned to give the most efficient 
grip of their type, while the corrugated steel pistol grip handles are the 
last word in a modern hack saw grip. There are patterns for the occa- 
sional home user, as well as the most skilled mechanic. All steady, 
profitable sellers. Send for Tool Catalog No. 13. It shows the com- 
plete line. 





No. 2100 Adjustable—8 to 12 ins. 


Please Order from Your Jobber 


(REVERE 
HARDWARE COMPANY 


«us Par OFF ase 


saed-1-11 ichael Medel 1 
NEW YORK OfFICE ISI CHAMBERS STREET No. 2175 Adjustabl 8 to 12 ins. 





No. 2115 Adjustable—8 to 12 ins. 
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A New Years Memo to Salesmen 


By N. F. VAN HOOGENHUYZE 


Vice-President, 
Wm. Van Hoogenhuyze Hardware Co., 
San Antonio, Texas 


Epitors’ Note:—This letter was origi- 
nally intended to be read only by the 
salesmen of the Wm. Van Hoogen- 
huyze Hardware Co., to whom it was 
addressed. The author has kindly con- 
sented to its publication as a matter of 
interest and stimulation to all other 
wholesale hardware salesmen. This 
letter, very appropriately, stresses the 
need of planned selling toward a pre- 
cise goal or sales volume objective, 
and suggests a daily check and double 
check of each salesman by himself. 


Year. Success, failure, disappoint- 
ments, defeats, happiness, sorrow, 
will all be written in the book. 
All of us will have a part in writ- 
ing each chapter. 1938 offers to 
each of us a new opportunity to 
zo forward. Let’s make a definite 
decision to go forward to improve 
ourselves, and our position in 
every way. Turn our defeats into 
success and our faults into virtue. 





HIS is the last day of the 
year and we are completing 
the last chapter of the book 


of 1937. This book will close to- 
night and a new book will open 
tomorrow. 1938 will be the new 
book, full of clean pages ready to 
record the happenings of the New 








CHARMING 
DEMONSTRATOR 
WORKS FOR 
NOTHING... 


But How She Does 
Pep Up Sales Of 
DAZEY KITCHEN HELPS 


HE'S not alive but she is life size, 
and this attractive Dazey house- 
wife is certainly doing a life-size job 
of selling DAZEY KITCHEN HELPS 
all over the country. She’s part of a 
dynamic display which has proved 


ingly effective in increasing DAZEY sales for 
all kinds of stores from largest city depart- 
ment stores to smallest small town hardware 
and general stores.. Get this display in your 
window right now and you'll be surprised to 
see how nearly sales hold up to pre-Christ- 


mas level. SPECIAL—this month only! 


Just 


order 3 Dazey DeLuxe Can Openers, 2 Super- 
Juicers, 2 Sharpits and 2 Opn-Seals and it is 
yours FREE! Ask your jobber for Dazey 


Display No. 12—or write us. 


CHURN & MFG. CO., Dept. A-12 


DAZE 4301 Warne Ave., St. Louis, Mo. 
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Let’s map out a definite pro- 
gram, each one of us, and work 
that program to make it the most 
successful year that we have ever 
had so that when the end of 1938 
comes we will be able to look 
back with joy and pride at what 
we have achieved. To do this will 

















N. F. VAN HOOGENHUYZE 


not be an easy task. But, anything 
worthwhile is hard to accomplish. 
It is going to take extra work, 
extra thought and extra efforts— 
competition is keen in merchan- 
dising, but competition is keener 
in man power. As the years go 
on the competition of man power 
is going to increase and a capable 
man is going to be more valuable 
each year to an organization. 

If you increase your sales this 
year you increase your earning 
power. We are anxious for you 
to make more money. In order to 
increase your sales you must map 
out a definite policy for each week 
and you must work your territory 
so as to call on accounts that are 
capable of buying a good volume 
of hardware, so as to have a good 
average week, each week. 

You should decide at the begin- 
ning of the year how much goods 
you would like to sell during the 
year. Divide that into 12 months 
and you will have approximately 
what you would like to sell each 
month. Divide that into 25 days 
and you will find how much you 
will have to sell each day in order 
to accomplish this. You can then 
tell what you will average in your 
earnings if you will carry out this 
program that you set out to ac- 
complish. The law of averages 
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works if you will put it into effect 
and work it, but it will not work 
by itself. 

You must carry samples of 
merchandise each day of the year. 
You must carry these samples 
into a dealer’s store and display 
them. You must page your cata- 
log, you must study your cus- 
tomers’ stocks to see what goods 
they are carrying that you are not 
selling them, with which we are 
in position to supply them. You 
must be active in soliciting orders 
for future shipments because this 
is very essential to build your 
volume to a satisfactory amount. 

You must realize that you are 
the only person to whom we can 
look to to get the business out of 
the territory that you work. We 
are handicapped if you are not 
putting in a full day’s work and 
a full week’s work and the effort 
that you are capable of putting 
forth. If any of these talents are 
not used to the fullest extent, you 
lose and we lose. A prosperous 
firm means prosperous employees. 
But, a firm only makes money on 
the sales they make. And, we de- 
pend upon our salesmen to fur- 
nish the sales volume. 

We feel satisfied that if you 
will carry out the above pro- 
gram you will be pleased with the 
results when the end of 1938 
arrives. 

We take this occasion to thank 
you for the efforts put forth dur- 
ing 1937 and wish you a healthy, 
happy and prosperous 1938. 


The Old Country Store 


You could stand before the counter 
And with practiced hand and eye 
Reach out for almost anything 
That you might want to buy. 

Above you hung the harness, 

And brooms, oil lamps, and hoes— 
Beside you were the crackers 
(You could help yourself to those). 
On the counter, under cover, 

Was a wheel of ancient cheese 
And a bolt or two of dress goods 
And a dose for Dobbin’s wheeze; 
There were piles of penny candy 
Ah! the flavors linger still; 

(You got a bag-full gratis 

When you paid the monthly bill.) 
Your shopping, then, was easy 
When all you ate and wore 

Came from behind the portals of 
The Good Old Country Store. 


—Rampant Colt. 
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NAT SAYS... 


With Phillips Screws for my new eyes, 
The goal | cannot miss, 
And here's a tip, if you are wise 


You'll “go to town” on this. 


Be Ready When Your Trade 
Asks for “PHILLIPS SCREWS” 


Your customers are going to ask for this new Phillips Screw, 
more and more, because it has such obvious advantages for 
many applications. It drives faster, hqlds the driver from slip- 
ping, eliminates head breakage, makes a better looking job. 

“National,” true to its reputation as a dependable source 
of supply for a complete line of screws, nuts, bolts, and 
kindred products, is ready to supply your needs on 


Phillips Screws. 





THE NATIONAL SCREW & MANUFACTURING CO. 
| CLEVELAND « OHIO 
| 
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Leading hardware dealers 





are sold on and sell the 
Bassick line because it has 
been for years, and still is, the leading 
brand. It means casters with a guarantee 
of satisfactory service—lIt is a builder of 
good will and profit for the dealer. 


Write for new catalog 


THE BASSICK COMPANY 
Bridgeport 


Connecticut 
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H. A. BINGHAM 





H. T. BINGHAM 





Fifty Years of Progress 


The Three Bingham Brothers 
of Superior, Wis., Celebrate 
a Half-Century of Business 


HE three Bingham brothers 
—proprietors of Bingham 
Hardware Co., Superior, 
Wis.—who are said by their 
friends to look, act and think 
alike, recently celebrated the fif- 
tieth anniversary of the entry of 
James F. Bingham, eldest of the 
three, into the hardware business. 
James, Albert and Hiram Bing- 
ham are the sons of a courageous 
Scotchman who left his homeland 
and went to Wisconsin in 1856 
—just eight years after Wisconsin 
had been admitted to the union as 


/ 
BING HAW 


a state—driving a yoke of oxen 
from Milwaukee to a farm near 
Friendship, where he built his log 
cabin home. Mr. and Mrs. Bing- 
ham, Sr., brought up their four 
sons and one daughter on that 
farm which was then 30 miles 
from the nearest railroad. The 
business careers of the three Bing- 
hams have extended from the 
“horse and buggy” era into the 
streamlined age. 

James left the family farm in 
1887, at the age of 22, to work 
in the Friendship Hardware 





From an old tintype—the store of Roberts & Bingham, tinsmiths, in 1891. 
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$84-50 


With Foot Starter 











SAMSON SPOT CORD is the most durable ma- 

terial for hangimg windows. Specified by leading | 
architects and builders for over 40 years. Made 
in only one quality — identified by the Colored | 
Spots — our trade-mark. 


PHOENIX is our next best grade — a good re- | 
liable window cord at a moderate price and 
especially suitable for clothes line. 


SAMSON SMALL LINES. Braided lines of all 
kinds, sizes and colors for all purposes, such 
as awning line, masons’ line, shade cord, vene- 
tian blind cord, etc. 










Cooper 


Roller T 27" 


We also manufacture other kinds of braided 
cord to meet all requirements for quality and 
price, including a wide variety of clothes lines. 
Ask your jobber. 





Catalog and samples of any of our “eg : sa 
cords gladly sent upon request. , oo ee aN Al ; ae 


SAMSON CORDAGE WORKS Cooper Manufacturing Co. 


416 South First Ave., MARSHALLTOWN, IOWA 


89 BROAD STREET - BOSTON 
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TOOLS THAT 
GOOD 
MECHANICS 


Utica tools 
are in demand 
by the best me- 
chanics who know and want 
good tools. These men are 
good customers and UTICA 
tools give lasting satisfaction 
and make for satisfied custom- 
ers. UTICA offers the widest 
range of high grade Alloy Steel 
pliers and wrenches in the 
world, giving you an oppor- 
tunity to stock such numbers 
as move promptly in your 
community. 


UTICA Thin Alloy Steel 
Wrench « No. 91 


PRICE EACH 
4” 85¢, 6” 85¢, 8 $1.05 
10” $1.30, 12” $1.90 


UTICA 


DROP FORGE & TOOL 


CORPORATION 
UTICA» NEW YORK 
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BINGHAM BROS 


Store, Friendship, for room and 
board. That same fall he and a 
classmate, George Roberts, went 
to Superior to start a tinshop in 


the rear of another hardware 


store. A year later the young men 
founded the firm of Roberts & 
Bingham. Work was so plentiful 
that they were soon employing 
several men to do roofing, cornice 
and furnace work. Albert and 
Hiram arrived in Superior in 
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The Bingham Hardware Co. in 1909. 





The establishment of Bingham Bros. 
as it appeared from 1893 to 1899. 


1891 to join their brother and his 
partner and two years later the 
company was dissolved. The three 
brothers then opened a new shop 
for conducting a roofing, cornice 
and heating business. 


Steady Expansion 


The three Binghams, who have 
been steadily expanding their 
business ever since 1891, bought 
a hardware store in 1897, which 
they operated as Bingham Hard- 
ware Co., the firm’s present name. 
The Bingham store successfully 
weathered four depression cycles. 
In 1925 the company took over 
its present quarters and now op- 
erates one of the largest hardware 
and sporting goods stores in 
northern Wisconsin. The main 
building of the store is 35 by 100 
feet and the adjoining store is 
25 by 100 feet, giving Bingham’s 
60 feet of display windows which 
are always used effectively. 

Each of the brothers is active 
in civic and church affairs and 
all belong to the Masons, Odd 
Fellows and Modern Woodmen. 


All are active in the business and 
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It’s smart business—and plenty profitable—to sell the Baits that SELL 
THEMSELVES! Backed by powerful color and black and white advertis- 
ing in the leading outdoor magazines—these 6 New “DINGBATS” are 
making selling history! With a fast wiggling movement, erratic dart 
and briskly waving hair legs—they look and act alive—and are the 
smartest fish getters created in years—for Bait Casting, Trolling, Fly 
Casting and even Salt Water Fishing! 


SURFACE “DINGBAT" THE MUSKY “DINGBAT" 














Built large and 
















Body 1% bald strong to hold the 
—=_ Wt. % oz. largest of Pike, 
Here’s the lure that proved No. 5400 Muskie, and even 
to be the outstanding sales Price 85¢ salt water fish! 
sensation all last year. It Hooks anchored 
became most popular over- Makes lazy basa spring into action and entirely thru 
night with fishermen by strike hard. Bobs, dances ard fusses on body and _ can't 
f the way it caught so many the surface, pull out. Made 
Big Fish! Made in 7 in 7 colors. 
colors. No. 5300 













MIDGET “DINGBAT" FLYROD "DINGBATS" ORDER FROM YOUR JOBBER! $125 


Write us for our new colored Catalog showing all 
Creek Chub Lures and Flies in natural col 
ors. Also ask for new counter and window dis- 
















plays! 
No. F-1300 
ee er CREEK CHUB BAIT CO. 
Knocks into a cocked hat 721 So. Randolph St. Garrett, Ind. 
Wt. 2 oz. the erroneous notion that These fiy rod lures—for Pan Fish 
No. 5200 small lures cannot catch Bass, ete. Light ride side up. Float Made in Canada by Allcock, Laight & Westwood, 
Price 85¢ the big fish! Made in 7 high on water. Cast and lift easily. Ltd. Toronto, Ont., for the Creek Chub Bait Co. 
. Ont., 


colors. 
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MID STATES 


PATENTED 

“GALVANNEALED” re Py CE 
Copper-Bearing 

You couldn’t GIVE AWAY a roll of fence if you told 

the farmer that it would rust out in a few years, be- 

cause he wants a fence that he can count on to give 


many years of service. That’s why Mid-States 
is so popular among fence users, everywhere. 


Mid-States Fence is made by the patented ‘‘Galvan- 
nealing’ method, which actually FUSES a thick 
coating of zinc into the copper-bearing steel wire .. . 
making it last years longer than ordinary galvanized 
wire. Mid-States is a fence that lives up to the claims 
made for it. When you sell your customers Mid- 
States Fence you can rest assured that there will be 
NO dissatisfaction. 


that pay, presented in a It will pay you to sell Mid-States products. 
novel and interesting manner. 
No obligation. Limited supply. MID - STATES STEEL & WIRE co. 


Dept. M-52 CRAWFORDSVILLE, IND. 











Pres building ideas 
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PROFIT WITH 
VLCHEK TOOLS 


“It’s a VLCHEK- 


it can take it!” 





@This famous “Insulgrip” 
Screw Driver has a mold- 
ed composition, sharply 
fluted handle which is an 
excellent insulator. Blade 
of high carbon steel, heat 
treated and polished.*One 
of acomplete line of popu- 
larly priced profit makers. 


THE VLCHEK TOOL CO. 


3001 E. 87th St. + Cleveland, Ohio, U.S.A. 








QUICKER SALES 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHEK 
TOOLS 








The Bingham 
Hardware Co. 
as one sees 
it today. A 
thoroughly 
modern ex- 
terior and 
interior and 
an up-to-the- 
minute stock 


are at the store every business 
day. James F. Bingham will short- 
ly become a member of the 
Harpware Ace Fifty Year Club. 





Associated with the Bingham 
brothers is James F.’s son-in-law, 
Val. Wiesner, who manages the 
sporting goods department. 


The Business Trend 


yee attempt to appraise the trend 
of American business as we en- 
ter 1938 presents the normal diff- 
culties of any forecast, although I 
believe the circumstances this year 
are quite unusual in character and, 
in some respects, very clearly de- 
fined. 

Here is the picture, as I see it: 

We are in a recession in fact— 
important in both scope and mag- 
nitude. The situation may well de- 
velop into a depression, serious I 
believe more from the standpoint 
of duration than amplitude. There 
is no adequate justification for the 
situation in which we find ourselves. 
While certain economic policies 
are operating toward unbalancing 
the national economy, demanding 
an accounting sooner or later, the 
process has not continued long 
enough to offset the normal forces 
of recovery. These forces should 
have continued in the ascendancy 
for a longer period. All that being 
the case, why has it happened? 
Simply because of fear as to the 
future of American enterprise and 
the rules upon which it is to be con- 
ducted. In other words, our diff- 
culties are political-economic rather 
than purely economic. 

It seems to me that there is one 
remedy, and only one. Confidence 
must be re-established on a firm 
foundation by demonstrated fact 
and understanding as to objectives 
and methods before American 
business can go forward with con- 


fidence. Expediency will delay the 
final accounting. Panaceas will ac- 
centuate the lack of confidence 
already existing. As to what is 
going to be done about it, I do not 
know. 

Certain it is, however, that only 
through a greater unity and a more 
effectual cooperation of all the ele- 
ments involved, on sound economic 
lines, can a permanent basis for 
industrial progress be established.— 
Alfred P. Sloan, Jr., chairman, Gen- 
eral Motors Corp., in The Iron Age. 


Labor Legislation 


Whatever final form labor legisla- 
tion may take it should embody cer- 
tain basic principles. Among these 
are the following: 

1. Employees should have the free 
right to bargain collectively with 
their employers through representa- 
tives of their own choosing, without 
coercion from any source. 

2. No employee should be forced 
to pay dues to a union. 

3. All employees should be per- 
mitted to take a vote by secret ballot 
on whether or not they want to 
strike. 

4. Responsibility of a union in 
any contract or agreement should be 
equal to the responsibility assumed 
by the employer. 


—R. M. Girdler, chairman, 
Republic Steel Corporation. 
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Dr.Seuss 


“What else didja sell him?” 


“Well, he needed tacks for his auto 
upholstery — so I sold him a tack 
puller, a monkey wrench, some tire 
chains and a fog lamp. Nothing to it, 
son!”’ 


Red. Black and White 1 Sin 
Puchages a = 


Cross 
Sterbized 
TACKS 


EAST JAFFREY, N.H. Copr. 1938 BY W.W. CROSS &CO., INC 
WRITE FOR DETAILS OF DISPLAY STAND OFFER 


Theyre Uniformly Strong 
a likoud 











PA TACKS 








Not a Cripple m 
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National Screen products have 
extra features that make extra 
sales ... extra profits for you! 


NATIONAL Window Screens have the 
Golden Centers, angled steel center bars... 
the clever Kwik-Lok device, which holds 
screens firmly in place. National Screen 
Doors... the neat rounded edges and extra 
strength! Every ‘‘slam’’ is a boost for them! 
And the ‘‘Air-Lite’’ Window Ventilators . .. 
remember your recent success with them. 
Real merchandising values with a profit! 









NATIONAL SCREEN CO., Suffolk, Va. 

Please send us a copy of your 1938 catalog showing 
the complete line of National Screen Doors, Window 
Screens and Ventilators. 
a ee MOTE ene TN TERE 
City SR a ag 
New York Office: 11 Park Place 

Southern Selling Agents 

SAND & HULFISH, Baltimore 


SUFFOLK 


VIRGINIA 





CREEN Co. 
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SALES POWER with 
IMPERIAL HARNESS HARDWARE 


Hitch your cash register to harness 
profits — and pull business from 
the teams on farms in your com- 
munity. Buckles, snaps, rings, chains, 
etc., give way under the years of 
use and abuse in the field. Replace- 
ment parts for harness repairs sell 
the year ’round, and bring farmers 
to your store. Imperial quick-repair 
parts are put on in a jiffy — with- 
out cutting or stitching of leather. 
The Imperial line of standard har- 
ness hardware is complete. Write 
for the illustrated, modern catalog, 
and full information on this real 
farm service line. Specify Imperial 
to your jobber. 





IMPERIAL 2530 chain repair link 
Here is a real leader to develop harness hard- 
ware business. This repair part forms a strong- 
as-new link for broken chains — not only for 
harness but other farm chains too. Hinged in 
the center, it swivels open for jiffy attach- 
ment, then Jocks tight. In 10 sizes. 


IMPERIAL BIT & SNAP CO. 


1322 Clark Street Racine, Wisconsin 
Harness Hardware Since 1883 
EER eR 
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Display boards of 
this type help to 
bring business to 
G. H. Rundle, 
dealer of Palmyra, 
Wis. They help 
sell a variety of 
hardware staples. 


Display Boards Sell 
Hardware Staples 
(; H. RUNDLE, hardware 


e dealer at Palmyra, Wis., be- 
lieves that staple hardware items 
such as nails, nuts, screws, bolts. 
hinges should be displayed in such 
a manner that the prospect gets a 
good view of the stock on hand. 

He believes this to be particularly 
necessary in a rural community and 
has therefore constructed a special 
type of knock-down display board 
on which he places some of these 
items. 

Take a look at this hardware 
dealer’s window at almost any time 
of day or night, and you will always 
see that one section of it is devoted 
to displays of the staple items. They 
look very well, too, for they fit neat- 
ly on the upright display boards 
where they may be seen instantly by 
anyone passing by. 

“These special display boards 
have brought me considerable busi- 





Here is another board 
that sells hardware. 





ness from rural trade,” states Mr. 
Rundle. “Farm folks. like items like 
this, and when they come into the 
store they see other merchandise 
and buy that also. The margin of 
profit is small on such staples, but 
you can use them to draw people 
into your store. Then when they do 
come in you can rely on your in- 
terior displays and on your sales- 
manship to sell them other things.” 

Mr. Rundle is also an inventor. 
He has a small shop at the rear of 
the store where he spends his spare 
time on inventions. One of his most 
successful has been a knockdown 
furniture leg that is used on many 
types and sizes of tables, and has 
been marketed widely in his area. 
At the present time Mr. Rundle is 
working on a door holder. 


Year End Market 
Comparisons 


General commodity markets at the 
close of 1937 were near the lowest 
levels of the year, and in some in- 
stances around the lowest since 
1934. That there are signs, however, 
of the declines leveling off is seen 
from the latest weekly indexes put 
out by Moody and others, all of 
which have reacted slightly from 
the recent “lows.” Commodities 
which at the year-end had recovered 
somewhat from their low point of 
1937 included nearly all farm prod- 
ucts—hides, rubber, cotton, silk and 
wool. At prices about equal to the 
year’s low, were the leading non- 
ferrous metals, including copper, 
tin, zinc, and lead. Hides, while 
weak at the year-end, have been 
brought, by recent better ordering. 
to a fair measure of recovery from 
the low marks of the year. 
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‘‘Man, you ought 
to see what they’re 


doing this year!’’ 


Can't blame this happy fel- 
low for his wide grin! Never 
Jol} do} ¢-We at-¥-Mrob eh am ol- bb at ate (-7-¥0-5 
fe fohad at-W of-Vod ob ale MM al-M-Met-teebate, 
right now from Sherwin- 


Williams! 


Fact is, it’s the biggest 


ig abbate DeaMdat-Bol-thala ol bt-bbel-1-1— 

this new Sherwin-Williams 
‘Dealers’ Deal’’. If you don't 
haveit, you're missing some- 
iS abbale MND =1-10e-) ame Colo) bat co Mata: 
Write for the facts to the 


Sherwin-Williams 
Cleveland, Ohio and all 


op abatenh of-¥ most ot-t-m 


SHERWIN-WILLIAMS 


CS6;; 





; “Industry Must Take Up the Slack” 


AY right. Mr. President, but you 
a will have to let go of the rope. 

Let’s take the case of the capital 
goods industry, for that is where the 
employment slack is now accumu- 
lating. The steel industry is an im- 
portant and typical part of this. 
Steel production is a good barome- 
ter of capital goods activity. When 
capital goods are selling in satisfac- 
tory volume, the steel business is 
good. When it is not good, you may 
be sure there is lessened demand for 
capital goods. 

Up to a few months ago, the steel 
industry had taken up all of its em- 
ployment slack. More people were 
working full time in this industry in 
April of this year than in the peak 


of the pre-depression boom. And 
more steel was being made and sold. 
Now steel mills consider them- 


selves lucky if they are working 


three days a week. In the past two 
and a half months the operating 
rate has dropped from 83 to 35 per 


cent of capacity. 


1938 


What brought about this exceed- 
ingly abrupt change? Did _ steel 
buyers come suddenly to the con- 
that much steel 
was being bought as needed? No 
indeed, the need for steel is as great 
as ever, and mighty little of that 


clusion twice as 


which had been produced during the 
upturn went into stock. It went into 
projects. 

The trouble is that all over this 
country, people who supply the life- 
blood of the capital goods industry 
by investing in new projects, with 
hope of future profits, suddenly got 
cold feet. An accumulation of 
events which had spread over a long 
period culminated in the conclusion 
that profit seeking is becoming too 
hazardous an occupation. Confidence 
dwindled, flow of money into capital 
investment dwindled, projects dwin- 
dled, operations in steel dwindled. 
Only one thing increased and that 
is unemployment. 

What was the chain of events that 
culminated in the destruction of in- 
Vilification 0! 


vestor confidence? 


employers, persecution of utilities. 
connivance at sit-downs and disre- 
gard of law in strike activities, ex- 
pressed contempt for constitutional 
procedure, growing competition ol 
Government with private enterprise, 
the Corporate Surplus Tax, the 
threat to revive the defunct and dis- 
credited NRA and AAA, the alarm- 
ing increase in National debt, the 
insistence upon Federal control of 
wages and hours, unwanted both by 
employers and labor, the biased atti- 
and actions of the Labor 
Board, the attempt to pack the Su- 
preme Court, the ensuing “revenge” 
Ku-Kluxer 


involve us in 


tudes 


in the appointment of 
Black, the threat to 
foreign entanglements, the smashing 
of stock values through pronuncia- 
mento, the rule of America by kit- 
chen cabinet. 

Industry is willing and eager to 
take up the slack, but before it can 
do so, Congress will have to undo 
some of these knots. 

J. H. VAN DEVENTER, 
Editor, The Tron 


Age. 
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EXTRA LARGE 
COPPER POINT 
SIGNALS 






TO 
SOLDERING IRON 


SALES 


Here’s a feature that gives the 
green light to soldering iron sales. 
The EXTRA LARGE COPPER 
POINT of Peerless Electric Solder- 
ing Irons is a plus value at popular 
prices that will appeal to every 
soldering iron user. It means heat 
at the point where it’s needed — 
it means speed—long life — 
economy —a cool handle. The 
five-color, all metal, counter dis- 
play rack enables you to show the 
whole Peerless line, from $1 to 
$3.75, (Retail). 








PEERLESS NOVELTY CO. 


GRAND HAVEN, MICHIGAN 





GO ahead and send me complete information 
on the Peerless Electric Soldering Irons with 
the Extra Large Copper Points. 
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Notes Are Sometimes Dangerous 


ANY times in the course of 

this series we have empha- 
sized the danger of giving notes. No 
business practice is more common 
than giving notes, of course. Thou- 
sands are given every day, and they 
are a great convenience to every- 
body—possibly business could not 
be carried on without them. They 
are, however, dangerous under cer- 
tain circumstances, as the following 
experience shows: 


Albany, N. Y. 


I have a matter on which I 
should like your opinion. During 
the depression we got behind in cer- 
tain accounts and have never been 
able to get completely caught up. 
We have carried them along as best 
we could, paying interest part of the 
time, and making a few small pay- 
ments on principal. 

About three months ago our cred- 
itor sent his credit man to us and 
demanded a note for the balance of 
the account. We gave it to him, pay- 
able in three months. The writer 
asked him whether we could renew 
when it fell due if we could not en- 
tirely meet it, and he said he would 
be fair with us about that. We 
could not pin him down more than 
that, and we felt we had to give 
the note anyway. 

About a week ago we received 
notice from a bank that the note had 
been transferred to them and they 
expected payment when due. We 
wrote asking for renewal and of- 
fered to pay 10 per cent of the 
amount, but the bank refused unless 
we paid one-third, which we could 
not do. We then went to the credi- 
tor and reminded him he had said 
he would be fair with us, but he 
wrote back that circumstances had 
compelled him to have the note dis- 
counted, and it was now out of his 
hands. 

We cannot pay even one-third of 
this note without great sacrifice. Is 
there any way we can get out of it? 


Blank & Co. 


There is no way you can get out 
of it, if the matter is pressed. This 
bank has taken this note, we as- 
sume, in the ordinary course of busi- 
ness. That is, they have discounted 
it—bought it or advanced money on 
it, and they are now the owner. In 
other words, they are an innocent 
third party and are not bound by 
any promise which your creditor 
made to you about renewal. As a 
matter of fact, don’t consider that 
a promise “to be fair” is any prom- 
ise at all. Certainly not a promise 


to renew, but even if it were that, 
the bank would not be bound. 

The bank can collect this note if 
it wishes to, but it may not choose 
to collect from you. It can do one 
of two things. If you do not pay, 
it can notify your creditor that the 
note is in default and simply charge 
it back to his account. Or it can 
enter suit against you to collect. If 
your creditor is good for it, the first 
plan is the one most likely to be 
followed. That will probably make 
your creditor so angry that he will 
sue you anyway. Apparently you 
have no defense, and, therefore, he 
can collect if the bank doesn’t. 

You are, therefore, between two 
horns of a dilemma. Either the bank 
or the creditor can collect from you 
and you will have no defense to 
either. As we see it, your best course 
is to pay a third of the note if by 
doing so you can renew the balance 
for another three months. 

All this trouble arose from the 
fact that a note was given. If none 
had been this correspondent would, 
of course, have owed the debt just 
the same, but he could probably 
have carried it along on _ better 
terms. The note establishes a defi- 
nite due date, and thus created a 
crisis. 

It is best to ask yourself, before 
giving a note, “What will happen 
to me if this gets into other hands?” 


How’s Business? 


OW’S business? That is the 

question which Dun & Brad- 
street is asking 2,000,000 business 
concerns in the United States in a 
questionnaire which deals with four 
fundamentals: 1—Sales, 2—TInven- 
tories, 3—Receivables, 4—Improve- 
ments. The Business Trend Survey 
has been undertaken to provide an 
accurate test of the pulse of Ameri- 
can business based on operating ex- 
periences of the past three years. 
Preliminary findings of the survey 
will be published early in March 
after the Credit Agency’s Research 
and Statistical Division completes 
the analysis of returns. 

In addition to the trends of sales, 
inventories, and receivables since 
the last general census conducted 
by the Government, Dun & Brad- 
street expect to obtain some perti- 
nent information as to the extent to 
which business men have under- 
taken improvements and expansion 
during the past year. 
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Doubled His Paint Sales! 


(Continued from page 31) 


came to the store and said that 
the mottled effect was so attractive 
that she and her husband had de- 
cided to do every room in the 
house the same way. She finally 
bought $70 worth of paint for 
the interior of her house, includ- 
ing floors, etc. She has since sent 
many customers to the Taft store 
for paint. 

“I handle only a quality line of 
paint,” says Mr. Taft, “and I 
teach people how to put it on cor- 
rectly and how to get beautiful 
effects. In this way each cus- 
tomer becomes a booster for my 
store and the paint I handle. It 
pays to take a little time to show 
people how to use paint and how 
to get certain effects. A few 
minutes after supper usually does 
the trick. Get people interested in 
painting and they will continue to 
beautify their homes; _ they'll 
tackle jobs they once thought too 
difficult for an amateur.” 

Mr. Taft at one time tried to 
merchandise a line of low-priced 
paint in addition to the quality 
line in order to accommodate cer- 
tain customers, but he had so 
much grief, he has decided to 
stick to quality paint entirely. 


Stresses Quality 


Once Mr. Taft gets a customer 
interested in painting a room or 
furniture in the home, he finds 
that this interest frequently leads 
to sales in other lines. 
people get so much confidence 
after completing a fine job under 
Mr. Taft’s direction, that they 
come to him and say, “We've been 
thinking about painting our house, 
but we can’t afford to have a pro- 
fessional painter do the job. We 
had such fine luck with these other 
jobs you suggested, we thought 
we'd ask you if you thought we 
could do the job in spare time.” 

Mr. Taft encourages such people 
to paint their own homes, and 
sells them ready mixed paint with 
which to do the job. In a short 
space of years this hardware 
dealer has 122 house paint jobs 
sold in Whitewater. And all have 


Some 
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been painted with ready mixed 
paint. 

There is one house in White- 
water which received a paint job 
15 years ago with paint of the 
brand Mr. Taft handles. When- 
ever anyone asks if his paint has 
lasting qualities, he asks them to 
inspect this house. It needs an- 
other paint job, of course, but it 
still looks presentable after all 
these years. In fact, Mr. Taft takes 
doubting customers out in his car 
and points out to them the many 
houses in Whitewater for which 
he has furnished paint. A tour 
like this usually convinces the cus- 
tomer and results in another sale. 

Recently he convinced a well- 
known barn painter to try five 
gallons of his quality red barn 
paint in competition with five gal- 
lons of cheap red barn paint. The 
painter reported that Mr. Taft’s 
quality line covered one-third 
more space than the cheap brand. 
The news of this experiment 
spread through the rural areas, 
with the result that Mr. Taft 
landed a lot of additional business 
on red barn paint, and proved his 
point that the highest priced paint 
is often the cheaper in the long 
run. 

“We consider it a 
breach of good salesmanship if 
any of us fail to ask each paint 
customer if they have a brush and 
turpentine for the painting job,” 
states Mr. Taft. “In about 75 per 
cent of the cases we'll sell the 
extra items, because people know 
they should use new brushes on 
new jobs and that it doesn’t pay 
to keep using old brushes time and 
again. However, if you fail to 
ask them about it, you may lose a 
sale. The questioning can be done 
very tactfully, so that there is no 
suggestion of high pressure. 

“When you ask, ‘Have you a 
brush and turpentine?’ you han- 
dle the matter satisfactorily, I be- 
lieve. You put the matter up to 
the customer instead of trying to 
force him to buy an extra item. 
When they ask if a new brush is 
necessary, then there is time 
enough to explain why a new 
brush is better than an old one.” 
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WINNING 
FRIENDS. 


NEW 


—and Keeping 
Them! 





Premax Floating Head 


SPRINKLER 


When you are discussing 


quality in sprinklers— when you 
mention guarantee—when you see 
the performance of Premax on the 
end of a hose—then you'll realize 
why Premax is a best seller in its 
price class. Order a sample and 
try it. It’s the tops! 


and Here’s a Big 
Popular Price Number 


It's a 
Little 
Red-Headed 
Giant! 






Without doubt, the Pre- 
max Turbine listing at 60c 
is the fastest seller in the 
popular price class. Only 
three parts—nothing to wear 
out—and eye appeal! It has 
it! Order a sample ship- 
ment—and watch them go! 


hremax hadoel 


Divi sion of Chisholm- Rader Co., Inc. 
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Coming Conventions 
and Events 





 — 


Alabama, The Retail Hardware 
Assn. of, exhibition and meeting, June 
7-9, 1938, at the Gay Teague Hotel, 
Montgomery Ala. J. H. Crowe, 410 N. 
2ist St., Birmingham, Ala., secretary. 


American Hardware Manufac- 
turers Assn. and Southern Hardware 
Jobbers Assn., April 11-14, 1938, at the 
Peabody Hotel, Memphis, Tenn. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. Secretary, jobbers association, T. 
W. McAllister, 1020 Grant Bldg., At- 


lanta, Ga, 


Arkansas Retail Hardware and 
Implement Assn., Feb. 15-16, 1938, at 
Marion Hotel, Little Rock, Ark. G. L. 


Turner, Little Rock, secretary. 


California Retail Hardware Assn., 
Feb. 15-17, 1938, at Hotel Whitcomb, 
San Francisco, Calif. LeRoy Smith, 
417 Market St., San Francisco, man- 
ager. 


Connecticut Hardware Assn., Feb. 
23-24, 1938, at Taft Hotel, New Haven, 
Conn. Charles F. Freeman, Branford, 
Conn., secretary. 


Eastern Hardware Golf Assn., 
fourth annual tournament, May 19-21, 
1938, at Buckwood Inn, Shawnee on 
the Delaware, Pa. H. L. Gilliam, 50 
Church St., New York City, secretary. 


xift Show and China, Glassware 
and Pottery Market, Jan. 31-Feb. 12, 
1938, in The Merchandise Mart, Chi- 
cago, Ill. 


Hall Hardware Co., 618 N. Third 
St., Minneapolis, Minn., Feb. 15-17, 
1938. 


Illinois Retail Hardware Assn., Feb. 
15-17, 1938, at Hotel Sherman, Chicago, 
Ill. C. G. Gilbert, 1155 Merchandise 


Mart, Chicago, managing director. 


Iowa Retail Hardware Assn., Feb. 
8-11, 1938, at Des Moines, Iowa. Ex- 
hibition, Coliseum; headquarters, Hotel 
Savery. Philip R. Jacobson, Mason 
City, Iowa, secretary-treasurer. 


Marshall-Wells Co., Duluth, Minn.. 
Associate Congress—Jan. 31-Feb. 3, 
1938, in Duluth; Feb. 7-9, 1938, in 
Billings, Mont.; Feb. 15-17, 1938, in 
Portland, Ore., and Feb. 21-23, 1938, 
Spokane, Wash. 


Michigan Retail Hardware Assn., 
Feb. 8-11, 1938, at Detroit, Mich. Ex- 
hibit, Convention Hall; headquarters, 
Statler Hotel. Haroid W. Bervig, 1112 
Olds Tower Bldg., Lansing, Mich., sec 
retary. 


Minnesota Retail Hardware Assn., 
Feb. 22-25, 1938, at Minneapolis, Minn. 


Exhibit, Municipal Auditorium; head- 
quarters, Curtis Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, manager-treasurer. 


Missouri Retail Hardware Assn., 
Feb. 22-24, 1938. Exhibit and meetings 
at Hotel Jefferson, St. Louis, Mo. Pey- 
ton C. Clark, 2861 Gravois Ave., St. 


Louis, secretary. 


Nebraska Retail Hardware Assn., 
Feb. 1-3, 1938, at Omaha, Neb. Ex- 
hibit, Municipal Auditorium; head- 
quarters, Hotel Rome. Ed Hermanson, 
325 Insurance Bldg., Lincoln, Neb., sec- 
retary-treasurer. 


New England Hardware Dealers 
Assn., March 1-3, 1938. Exhibit and 
meetings at Statler Hotel, Boston, Mass. 
George G. Hoy, 140 Federal St., Bos- 
ton, secretary. 


New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive secretary, Flo English, Hotel Penn- 
sylvania, New York. 


New York State Retail Hardware 
Assn., Feb. 8-10, 1938. Exhibit and 
meetings at Statler Hotel, Buffalo, 
N. Y. John B. Foley, 510 Hills Bldg., 
Syracuse, N. Y., secretary. 


North Coast Hardware and Imple- 
ment Dealers Assn., during March, at 
the Olympic Hotel, Seattle, Wash. T. S. 
Coy, Olympic Hotel, Seattle, secretary. 


North Dakota Retail Hardware As- 
sociation, Feb. 8-10, 1938, at Grand 
Forks, N. D. Exhibit, City Auditoriem. 
Louise J. Thompson, 21 Clifford Bldg., 
Grand Forks, N. D., secretary-treasurer. 


Ohio Hardware Assn., Feb. 15-18, 
1938, at Columbus, Ohio. Exhibit, 
Columbus Auditorium; headquarters, 
Deshler-Wallick Hotel. John B. Conk- 
lin, 175 S. High St., Columbus, secre- 
tary-treasurer. 


Oklahoma Hardware & Implement 
Assn., Feb. 1-3, 1938. Exhibit and 
meetings at Civic Auditorium, Okla- 
homa City, Okla. C. F. Nelson, 301 
Key Bldg., Oklahoma City, secretary- 
manager. 


Pacific Northwest Hardware & 
Implement Assn., Feb. 7-9, 1938. Ex- 
hibit and meetings at Davenport Hotel, 
Spokane, Wash. Dale Strong, 523 
Realty Bldg., Spokane, secretary. 


Panhandle Hardware & Implement 
Assn., Feb. 7-8, 1938, at the Herring 
Hotel, Amarillo, Tex. C. L. Thomp- 


son, Canyon, Tex., secretary-treasurer. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., Feb. 1-4, 1938. 
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These 


SHOVELS 





A REAL PROFIT COMES 


pom EACH SALE 
They're HAMLIN MADE 


SPLIT “D” HANDLE 
SQUARE POINT 









Hollow Back, Ames Bend 
made from One Sheet 
of High Carbon Heat 
Treated Steel. 30 inch 
handle. Blade 914 by 12 
inches. 


Pa 


ALL - IN - ONE PIECE. 
Hollow Back Construc- 
tion, pressed into shape. 
48 inch handle. Blade 
91/4, by 12 inches. 


LONG HANDLE 
ROUND POINT 


SPLIT “D” 
HANDLE SPADE 





Polished Blade 71/4, by 12 
inches. Weight 54 lbs. 
per dozen. High grade 
Northern Ash waxed 
handle. 


ONE PIECE CONSTRUCTION 


Eliminates splitting and cracking under severe 
strain and assures maximum hardness not 
found in ordinary shovels. You pay less for 
Quality when you buy Country Gentleman or 
Ground Hog Brands because Hamlin is an “in- 
dependent manufacturer” and belongs to no 
combines or trusts. You'll like our other items 


too, Write Us! 
A 
Lee 


4 
HAMLIN METAL 


PRODUCTS COMPANY 
AKRON, ome. me) 
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ONE SOLID 
BLOCK OF STEEL 


[NSTEAD of being clamped to the 

outside of the head, the cutter in 
the Russell Jennings Expansive Bit 
racks back and forth in a passage ex- 
tending through the head. No matter 
how hard the going becomes, the 
cutter will not spring away from the 
head and fall off. 


This construction makes possible an 
accurate screw adjustment instead 
of a sliding scale. Merely insert 
screwdriver at “A” (above) and 
give one complete turn to enlarge 
the hole 1/8 inch, one half turn for 
1/16 inch, and so on. This, to- 
gether with the solid head, affords 
practical use of the cutter when 
fully extended; and, there being no 
crevices, there is no clogging. De- 
scriptive folder on request. 
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Your Jobber Can Supply You 


GENUINE 





U C a 
AUGER BITS 


Manufactured Only By 
THE RUSSELL JENNINGS MFG. CO. 


CHESTER, CONN. 





85 











Meet Every Demand 
of Your Trade with 


U Sg POULTRY / 
NETTINGS e 
You simplify buying, stocking and re-ordering.... 
hold down inventory .... speed up turnover, 
when you standardize on U. S. HEXLOK and 
U. S. STRAITLOK Poultry Nettings. These 
superior hexagon-mesh and straight-line fabrics— 
from one dependable source—fill every demand 
of your trade; meet every phase of competition; 
give outstanding consumer satisfaction; build 
profitable repeat business. 

U. S. HEXLOK and U. S. STRAITLOK 
Poultry Nettings are distributed only through 
the regular wholesale and retail trade. Ask 
your Jobber—or write for complete information! 


INDIANA STEEL & WIRE CO. 


Muncie, Indiana 


v cainal U.S. 
. Original U->. 
The ight-line Netting 
: woven like far™ fence 

rigid, 
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Exhibit and meetings at Convention 
Hall, Philadelphia, Pa. W. Glenn 
Pearce, 400 N. Broad St., Philadelphia, 


managing director. 


Pennsylvania Wholesale Hardware 
and Supply Assn., March 24-25, 1938, 
at the Hotel Astor, New York City. 
Samuel B. Smith, Steinman Hardware 
Co., Lancaster, Pa., secretary. 


South Dakota Retail Hardware 
Assn., March 15-17, 1938, at Sioux 
Falls, S. D. Exhibit, Coliseum; head- 
quarters, Cataract Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, Minn., manager-treasurer. 


Southern California Retail Hard- 
ware Association, Feb. 6-10, 1938. Con- 
vention and exhibit at Shrine Civic Au- 
ditorium, Los Angeles, Calif. Meetings 
on Feb. 7 and 8. J. V. Guilfoyle, 1126 
Rives-Strong Bldg., Los Angeles, sec- 
retary-treasurer. 


Southern Hardware Jobbers Assn. 
and American Hardware Manufacturers 
Assn., April 11-14, 1938, at the Peabody 
Hotel, Memphis, Tenn. Secretary, job- 
bers association, T. W. McAllister, 
1020 Grant Bldg., Atlanta, Ga. Sec- 
retary, manufacturers association, C. F. 


Rockwell, 342 Madison Ave., New York 
City. 

Triple Convention of the Southern 
Supply & Machinery Distributors Assn., 
the American Supply & Machinery 
Manufacturers Assn., the National Sup- 
ply and Machinery Distributors Assn., 
May 9-11, 1938, at the Hotel William 
Penn, Pittsburgh, Pa. Alvin M. Smith, 
Smith-Courtney Co., Richmond, Va., 
secretary of Southern Assn.; R. K. 
Hanson, 916 Clark St., Pittsburgh, sec- 
retary American Assn., and H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., secretary National Assn. 


Virginia Retail Hardware Assn., 
Feb. 22-23, 1938, at the Jefferson Hotel, 
Richmond, Va. R. A. Frayser, 602 E. 
Broad St., Richmond, acting secretary. 


West Virginia Hardware Assn., 
Feb. 21-22, 1938, at Greenbrier Hotel, 
White Sulphur Springs, W. Va. H. B. 
Clower, Oak Hill, W. Va., secretary- 


treasurer. 


Wisconsin Retail Hardware Assn., 
Feb. 1-4, 1938. Exhibit and meetings 
at Milwaukee Auditorium, Milwaukee, 
Wis. H. A. Lewis, Stevens Point, Wis., 
executive secretary. George W. Korne- 
ley, 3374 N. Green Bay Ave., Milwau- 
kee, Wis., exhibit manager. 


Hope for '38 Depends 
on Government 


OR the greater part of 1937 the 

paint and varnish business was 
good. Our fiscal year closed on Oct. 
31. During the last two months of 
that period the commodity markets 
generally were declining rapidly so 
that on the date our year ended the 
commodity index was at the lowest 
point since 1934. 

Under the circumstances, in tak- 
ing the end of the,year inventory, 
all raw materials were written down 
to the lower of market or cost. 
While that adversely affected the 
showing for the fiscal year last 
closed, yet it placed our organiza- 
tion in a good inventory position 
for the new fiscal year. 

Were it not for the fact that 
doubt and uncertainty are the con- 
trolling factors in taxes, labor, raw 
materials and security markets, 
prospects for the ensuing year 
would be encouraging. Every pro- 
gressive manufacturer plans his 
operations and developments for 
the future. Because of the uncer- 
tainty prevailing it is impossible to 
make plans for next year. The re- 
sult is that industrialists are not go- 
ing along with plans for capital ex- 
penditures for needed expansion nor 
are they purchasing their future in- 
ventory requirements. 


If the government at Washington 
would cooperate with business and 
industry in an endeavor to formu- 
late understandable and workable 
plans, the present recession could 
be quickly overcome and _ business 
could go along optimistically and 
hopefully in the period ahead of us. 

Notwithstanding the favorable po- 
sition of the raw materials and 
commodity markets, it-is very dif- 
ficult to see how there can be any 
reduction in the cost of finished 
products. This is because of the 
higher labor rates prevailing, be- 
cause of the necessary increase in 
freight rates, and the increased cost 
of social security legislation. Then, 
too, the lower volume of production 
and the consequent higher unit cost 
completes a vicious circle that will 
adversely affect the bringing back 
of business to normal. 

If the labor situation could be 
stabilized, if the undistributed prof- 
its tax could be repealed, if busi- 
ness could be given an opportunity 
of going ahead and planning, not 
only would prosperity result but a 
tremendous number of men now 
unemployed could be quickly put 
at work.—Adrian D. Joyce, presi- 
dent, The Glidden Co., Cleveland, 
Ohio. 
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FOR INFORMATION ON THE Sevmove Smit 
I TRODUCTORY SALES DEAL 


(snap (ad Pranecrs 
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Home Owners—Gardeners—Orchardists , 
everywhere recognize the superiority of 
“Snap-Cut” Pruners for quicker, cleaner, = 

easier cutting action as well as durabil- A Full Tato fol me 


Snap Gt” 


ity and economy. 
This Sales Deal contains all the pruning 





a [ shears you need to give your customers Praners 
the best at prices all can afford. Why : 
stock inferior, hard-to-sell pruners, a popular price 
when you can get this quick-selling, na- range- for every 
tionally advertised line? AF REE Pruner purse and 
is included with every Deal, which gives purpose 
you 25% extra margin. 


ASK YOUR JOBBER FOR “SNAP-CUT” PRUNERS & THE SALES DEAL 


SEYMOUR SMITH & SON, Inc., Oakville, Conn. 


SALES REPRESENTATIVES: JOHN H. GRAHAM & CO., Inc., 113 Chambers St., New York City; 268 Market St., San Franciséo 








S PE sn , eC ee on... 
_THERE’S ath EXPERIENCE 





“I've been using ABW Shovels for a good many years 
and I've noticed that the handle lasts al tas long as 
the shovel. Of course once in a while one will break, 
but all in all fhey are the toughest handles | ever saw. 





“They tell me that ABW has five plants where they 
make nothing but handles and | suppose if the logs 
used each year were laid end to end they'd reach 
around the world more than once. Have you ever tried 
to break an ABW Handle? Well try it an’ you'll see 
“They also tell me they got more inspectors cruising 


for yourself how tough it is. 
around the woods selecting fine Second Growth North- 
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One of the five Handle ern Ash, than you could shake a stick at. Well they 
Plants owned and oper- - : ‘ 
ated by the Ames Baldwin sure know their business, ‘cause ABW handles are the 
wyoming Coucunere best I've ever seen.” 
I de int ' 
eit teams Ge ‘the Yes, from years of experience, ABW Inspectors know how 
famous ABW Shovels. to select the choicest of Northern Ash and the five ABW 


Here the famous Ames 


Bend is 2 groin mf Handle plants have learned how to produce in design. 
easiness toughness and finish, the world’s finest shovel handles. Shovel ] landles 


AMES BALDWIN WYOMING CO. from 
PARKERSBURG W. VA. NORTH EASTON, MASS. 5 d G ib 
“% row 
SINCE eo sie 
17/4 seeeatnn tao Northern Ash 
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) GRASSELLI 


AGRICULTURAL CHEMICALS 






PROFITS 


fastlhinandl 


INSECTICIDE & 


SALES 


© Insecticides are frequently 
used year-round. Why not get 


your share of volume sales? 


Growers are constantly re- 
minded to demand GRASSELLI 
Products through timely ad- 
vertising in the principal fruit 
and vegetable sections. Dealer 
displays at point-of-sale com- 
plete the tie-up. 


Order your stock of GRASSELLI 
Agricultural Chemicals now. 





GRASSELLI Arsenate of Lead 

NuREXFORM Arsenateof Lead 

Lime Sulfur 

Dry Lime Sulfur 

Calcium Arsenate 

DUTOX, a fluorine insecticide 

SULFORON, a wettable 
sulfur 

GRASSELLI Spreader 

Bordeaux Mixture 

Cryolite 

Nicotine Sulfate 











E. 1. DU PONT DE NEMOURS 
& COMPANY, INC. 
GRASSELLI CHEMICALS DEPT. 
Wilmington, Delaware 
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‘do_ these 


To Those Who Have Survived 
the Holidays 


(Continued from page 39) 


I early made the surpris- 
ing discovery that it is easier to 
run a big business than a small 
business. Why is this true? Simp- 
ly because in a little business the 
head man has to be all depart- 
ments in himself. Now as stated 
above, it just happens that no 
one man can be tops in every de- 
partment. If he is a good accoun- 
tant, he is usually a poor sales- 
man. On the other hand, in big 
business the chief executive has 
at his command the services of 
trained experts in every depart- 
ment. If it is a producing prob- 
lem, he calls in the factory mana- 
ger. If it is sales, he calls in the 
sales manager. If it is account- 
ing, he sees the head accountant. 
He disposes of the problem by re- 
ferring it to whichever of these 
men it fits. 


nesses, 


An Easy Time 


When I read in the papers of 
the very large salaries paid chief 
executives, I smile to myself. As 
a matter of fact, these boys have 
an easy time of it. If they are 
wise they delegate almost all of 
the work to someone else. As one 
of the leading executives of the 
country recently said to me: “You 
have presented the papers in this 
case to me. I will pass them along 
to the head of the department who 
naturally will investigate them. 
When he has made’ his investiga- 
tion and is ready to report his 
recommendations the papers will 
come back to me. When they do, 
I will study them carefully and 
make my decision. / have so 
organized my business that all I 
days is to make deci- 
sions.” 

I believe that this executive is 
just right. Clearing his decks 
of all detail work, his mind is in 
a better condition to make impor- 
tant and final decisions. Besides, 
with the system he follows, of 
only making decisions, he has less 
difficulty in covering and control- 
ling every part of his business. 
But the little fellow who runs a 
small business has to take up all 
the details himself, and on top of 


that he has to make all the deci- 
sions. Therefore, I contend that 
when a small business is well run, 
it indicates a higher quality of 
business management in the head 
man than in a large business. 

Almost every day small busi- 
ness people are coming in to see 
us with their problems. Here is a 
man who has invented what ap- 
pears to be a very valuable tool. 
There is no trouble about having 
this tool manufactured. But how is 
he to sell it? A large company with 
a sales organization spreading all 
over the country with several 
hundred salesmen could take this 
item and in 30 days show samples 
to practically every hardware con- 
cern in the United States. They 
first sell the jobbers, and then they 
enlist the support of the jobbers’ 
salesmen. This one item sold by 
such an organization has very 
little overhead to carry. 

As I say, almost every day such 
a problem is being brought to us. 
The great difficulty is how is one 
small concern to bring this item 
to the attention of all the dealers 
carrying such goods in the coun- 
try. It cannot be done by them, 
of course, without a very heavy 
selling overhead, and naturally, 
very few of these small items can 
carry this overhead. All we can 
recommend is that this item be 
brought to the attention of one of 
the great selling organizations. 
The inventor as a rule does not 
like this. He does not like to let 
go of his invention. But what else 
can he do about it? 


Short Lines 


Then there come to us concerns 
who have a short line. The over- 
head both in producing and in 
selling is eating them up. What 
is to be done about it. In many 
cases we have recommended a 
merger with other small concerns 
in the same line of business. The 
point I am trying to make clear 
is that in a country of 150,000,000 
people, regardless of any inside 
prices, the large concerns have a 
tremendous advantage in their or- 
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She had been usin 
Gottschalk’s Meta 
Spongesfor years... 
needed a new one 

. but forgot .. . until she saw it 
in the bin before her. Thousands 
of sales are made that way. So 
keep your Gottschalk stock in 
sight .. . and keep it —— 
Here's another thought: Whena 
customer buys a bright new pan, 
she wants to keep it that way. 
Tell her about the Metal Sponge 
with the special bronze alloy 
that never splinters, corrodes or 
scratches, Regularly advertised 
to 18,000,000 homes. 


Gottschalk’s 


METAL SPONGE 


METAL SPONGE SALES CORP., Philadelphia, Pa. 
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TORO OFFERS 


A Popular Priced Power Mower 


TO FIT 
THE HOME MARKET 


Built primarily for the owners’ use on 

lawns not exceeding one acre, the Toro 
Homelawn is the Totest develop- 
ae in small sized mowers. Built 

erform to Toro standards, 

its fis htness and easy handling 

id it a good seller that 

stays sold 









Features 


12H. P. motor with lates: 
oil type air cleaner. 

Simple manual! control bet 
and chain drive transmission. 
Formed aluminum motor 
support base. 


Pressed stee] construction 
throughout. 


18 inch five-blade reel. 
Solid rubber 11.” tires 


Built by 


“America’ s Largest 
Builders of Power 
Mowing Machinery 


— LB 


Write for Circular Giving Further Particulars 


TORO MANUFACTURING CORP. 


| 3042 Snelling Ave. Minneapolis, Minn. 























The items below are 
all big sellers 


SLIDING DOOR HANGERS 


SLIDING DOOR RAIL 


HARDWARE 


EETS all the specifications of 
exacting builders. Acomplete 
line; modern in design and built of 
the finest materials. 
A catalog presenting the facts 
awaits your request. 














National Manufacturing Co. 
STERLING « ILLINOIS 


STICKS— HOLDS— 


Standard every- 
where because made 
of plenty of new live rub- 
ber that stays alive. Doesn’t 
dry out. Extra adhesive. 1, 2, 
4 and 8 ounce rolls. In dis- 
play containers, as shown. 


BULLDOG 


Friction 
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BOSTON WOVEN HOSE & RUBBER CO, "Rag ell 
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New DISPLAY For 
POPULAR SIZE OJLERS 


Eagle Copper Plated Steel Oilers in 
the 1/3 pint size are popular’for shop 
or household use. They fit the needs 
of mechanic, plumber and car owner. 
Seamless drawn steel bodies heavily 
electroplated with copper. Guaran- 
teed double seamed, spring steel bot- 
toms. Reinforced insert type spouts. 


These oilers are now being offered with the 
Sales Maker Display at an attractive com- 
bination price. The new Display takes less 
space, is easy to set up, sells more goods. 
Ask your jobber for particulars. 


EAGLE MANUFACTURING COMPANY 
WELLSBURG W. VIRGINIA 






















ganizations. It is so easy for them 
to put over an article of merit 
quickly, and they can also do it 
at a minimum of cost because 
their overhead is divided on a 
great number of items. 
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AAAS AANLAANASUEnN OLSON 


* * * 


Another book that has been a 
great seller recently, is “An Amer- 
ican Doctor’s Odyssey” written by ARE MERCHANDISE. 


Dr. Victor Heiser. This book dis- ONE GOOD SALE 


cusses the work done by the 
Rockefeller Foundation in fight- ss ee 


‘The EVEREDY Co. 


5 EAST ST., FREDERICK, MD. * NEW YORK SHOWROOM-225 FIFTH AVE. 

















| ing disease all over the world. GOOD SALE 

Still another book written by a Practically every hardware dealer 

doctor is “Man the Unknown” by | | has_made more than one good sale 

lexi . ‘ of LADD egg beaters: thousands 

Dr. A exis Carrel. This book is are doing it now,—and every sale of 

more scientific than the others, a LADD me ond aa = was 

‘ and will be. ull profit is as- 

somewhat harder to read, but will ce ao LE ae ae tee 

e: give you a lot to think about. Of sively through the independent deal- 

2 ] course, too, there is that other er trade. No chain - ye gp - 

ui . price competition. uality prod- 

°° book written several —— ago, uct, sold in quality stores, giving 

Oo The Story of San Michele,” which | | unequaled satisfaction to your cus- 
was also written by a doctor. It tomers. 


m we The longest line, 14 numbers for all 
ere Se that doctors their purposes 25¢ to $1.50. Your 
should write interesting books. In jobber or if not, order direct from 
the first place, a good doctor has us. “LADDS always in stock,” is 


the clean cut training of a scien- et Se SED 

tific education. He must be a United Royalties Corporation 
close observer. Then above all, he 1133 Broadway, New York 
comes into the closest possible 
contact with his fellow human be- 
ings. He knows all about them, 
and after all, of course, the most 
interesting thing in life for all of 
us is the true story of the lives of 
other men and women. 














AT YOUR SERVICE / 


Priced for quick sales and worthwhile profits. 


} * * * 


T. HE “Who Makes It” 


So silent you can't hear the door close, but dependable, positive action 
sive, “double-jointed" feature makes faultless installation easy and 
simple. Put Everedy Silent Door Closers on your jobber "want" list today! 


plated brackets and lacquered brass cylinder make it rust-proof. 


oe Seve , hee @ 

g Several years ago, having spent Baker will be gled to 
a about twelve years in the drug help you in your search 
3 business I wrote an article on sick- for the name of the manu- 
vo 


facturer of that product 
you are interested in. 


If you do not find it or 





ness. I had many letters as a 
result of this artitle. The point 





of the article, which has been te tendo mame Meted in 
borne out by absolute facts, is that the current Directory 
illness, like articles in the hard- Number, in all probabil- 


ity it has been incorpo- 


ware trade, is seasonal. In that rated in the revised list- 
article I called attention to the ings that are being pre- 
fact that in the summer time when ome lhe tng a 
people lived out of doors, breathed Many such changes are 
pure air, lived in sunshine, when being made daily and the 





they got hot, perspired and bathed ae Seen pe 





























| date. 
| frequently e . . 
| frequently, when they took a nor ———— 
SEs LSSBE mal amount of exercise, when they tory does not give you 
= ° . . . 
‘ Sede S505 ate fruit and vegetables, there was the information you seek, 
} =e5  £,Ue8 tically Tae The husk write the “Who Makes 
{! 2208 522° $$ a a .— It” Editor. He’s at your 
‘ss 4.5.5" | ness in drugs, I know from ex- service! 
BS Bask 3 £3 a4 | perience, is a dead letter from the 
a © = -s5 | ~ ‘ 
3 g ose sUse.3° 52 32° first of June until the first of No- 
BS Sze lavae Se ~ ae , . 
as oP ae 838 g20 £° | vember. Doctors have hard times HARDWARE AGE 
Ss a5=5> g°*S2 € -§. 29 | in the summer. Mest 39th Street New York NY 
eVof=EP>G ESL 0D= * 
5 8 2°85° 558255 Diwsde But when the holidays come, 
S when we start receiving our Christ- 
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the record of Blake & Lamb dis- 
tributors (both wholesale and re- 
tail) many of whom are doubling 

tripling their output of steel 
traps during the current season 


—be among your considerations 
when the time comes to choose 
the brand that You Will Carry 
In 1938. 





BLAKE & LAMB 


The Steel Trap of the 
Hardware Trade. Send 
| for Catalog and Prices! 








THE HAWKINS COMPANY 
AMERICA'S OLDEST TRAP MANUFACTURERS 
Souty BRITAIN, CONNECTICUT 


HERE'S HOW-- 


A-P CONTROLS HELP YOU 
SELL OIL BURNING 
HEATERS: 















Model 240 KR 
Constant Level 
Oil Control 


It's the controlled fuel feed to the burner 
that really tells the final story of Space 
Heater Efficiency. Here the A-P Con- 
stant Level Oil Control offers drop-by- 
drop accuracy that assures your customer 
Dependable Heat—complete satisfac- 
tion. 

A-P Controls are used on 90% of the 
Leading Space Heaters. Point out the 


A-P Control to your customer,—it's one 
of your best and most important sales 
features,—definite assurance of heating 
efficiency, dependability, and safety. 


AUTOMATIC PRODUCTS COMPATY 


2442 


MILWAUANEE WISCONSIN 
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mas and New Year’s greetings, 
then look out for sickness. I have 
talked this situation over with 
some of the best doctors in New 
York, and they say it is all very 
simple. The main thing in order 
for anybody to be healthy and to 
keep well, is to develop and main- 
tain a resistance to disease. The 
doctors will tell you that our 
bodies are just full of bad germs 
that are all ready to take hold 
of any weak spot and send us to 
the hospital. The best thing that 
doctors can do is to head off these 
germs by developing other good 
germs to fight the evil ones and 
so keep us healthy. So, say these 
doctors, when holiday time comes 
we proceed to eat and drink too 
much. We eat all kinds of rich 
foods. We stuff on candy. We 
go to parties. We drink cocktails. 
We stay up late. We don’t get 
enough sleep. We live in over- 
heated rooms where the air is bad. 
We do not bathe as frequently as 
in the summer. In other words, 
we do about everything possible 
to help the bad germs in our sys- 
tem find an opening for their de- 
structive work. 

Now why do I write about all 
this? Well, today while I am 
writing this article three of my 
good friends who usually have ex- 
cellent health, are sick in bed. 
Another has just had a nurse tele- 
phone that he is in the hospital. 
On all sides there is sniffling of 
noses and people are saying they 
don’t feel well. Well, my friends, 
this is “Merry Christmas.” It has 
happened every year as far back 








as I can remember, and I suppose 
it will continue to happen. 

I am no exception to the rule. 
Recently I have had to visit one 
of the leading eye doctors in New | 
York. You see, I have not been 
dissipating in eating or drinking, 
but I have been dissipating in 
reading. The good Lord never 
intended anybody to stay up night 
after night until the wee small 
hours of the morning reading 
books by electric light. So my 
eyes became tired, and I found | 
myself sitting in the special chair | 
of the eye doctor waiting to be | 
examined. Now I am going to tell | 
you what this doctor told me. It | 
will not cost you a cent. I won’t | 
say as this doctor did:—“All right. | 





| of these vises are typical 


| 314 N. Francisco Ave. 
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Improved PIPE VISES 
The Quality and Features 


that Close Sales 


ARMSTRONG BROS 
Vises (patented) have 





Chain 
1-piece 


jaws (both jaws, a single drop 
forging with center lug that pre- 
vents bending of the smallest 
vipe) Base and handle are 


drop forged. Chain, proof-tested 







The Open Side and Hinged 
Vises have bodies of certified 
malleable iron; tool steel jaws 
—accurately machined; oval- 
end handles that do not pinch 
hands. The Hinged Vise has 
an unbreakable hook — drop 
forged steel. 


The quality and features 


of all ARMSTRONG 
BROS. Pipe Tools—the 
most complete line made 
—for each is an im- 
proved, 
tool. 


a more usable 


Write for 
Catalog 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
CHICAGO, U. S. A. 
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Write for FREE book and 
dealer prices on WARNER 
electric brooder. Best by tests. 
THE oe. IDEAL Co., 


914H Sum 
Toledo, 0. 














BURDEN 


Horse & Mule 
Shoes 


Hand puddled 
bar iron and 
iron rivets 


THE BURDEN IRON COMPANY 
Established 1809 
TROY, N.Y. 











The Original 
==l “HORSESHOE MAGNET” 
= HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sole Manufacturer 
15 Hathaway Street, Boston, Mass. 











The 
“STRONGHOLD” 
Plug 
The woven— 
**Non-split"’ 
Fibre Screw Anchor 
with the 
COPPER WIRE 


isnow made in the U.S.A. 
under The Rawiplug 
Co.'s Patents 


Also a full line of Drills 


Distributors and Repre- 
sentatives wanted for 
lusive territories. 


PALATINE Industrial Co., Inc. 
111 FIFTH AVE. NEW YORK, N. Y. 


E-Z CORN POPPER 


The Original Rotary 
Corn Popper 


The Popper That 
Puts The 
Pop in Pop Corn 

Use Any Kind of Heat 

0. S. KEENE MACHINE CO., - ELKHART, IND. 


DENISTON 
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**Lead Seal’’ NAILS 


Get samples of this remarkable roofing 
which makes any kind of roofing give better 7. 
Smart dealers everywhere sell it as a profét-maker 
and good will builder. Note the famous ‘‘Lead 
Seal'’—the lead under the head and down the 
shank actually plugs the nail hole with lead! 

Ask your — or write us for samples and dem- 
onstrator bloc! 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 
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That will do for today. Come 
again next week”—and next week, 
and next week, and so on. 

This high priced oculist told me 
my eyes were tired from the dissi- 
pation of overwork. “There is 
only one way to treat tired eyes,” 
said he, “and that way, after stop- 
ping unnecessary work, is to feed 
the eyes! There is only one way 
to feed the eyes, and that is with 
the blood.” “Naturally,” he con- 
tinued, “we cannot open up your 
eyeball and insert vitamins into 
the eye. The eye is a very delicate 
organ, and the way to feed it with 
blood is to force the blood in and 
out of the eye. In other words, 
give the eyes blood circulation. 
The best way we have discovered 
to do that is to have the patient 
go to the washstand, take a wash 
cloth, first hold it under the hot 
faucet, applying it to the eye just 
as hot as you can stand it. Then 
after a minute of this treatment, 
turn on the cold water, just as 
cold as you can stand it, hold the 
cloth under this, and then apply 
the cold water to the eye. Keep 
this up for five minutes, alternat- 





ing first with hot, then with cold 
water. What happens is that the 
hot water attracts the blood to the 
eyes. It expands the veins. Then 
the cold water contracts the veins 
and expels the blood. As a re- 
sult, the circulation of the blood 
in the eyes is increased, and by 
this circulation the eyes are fed.” 

Now this is all very simple. I 
have tried this treatment and find 
it gives me great relief when my 
eyes are tired. So while this has 
nothing whatever to do with the 
hardware business, | am passing 
along this information to the thou- 
sands of readers of the HARDWARE 
Ace because no doubt many of 
them are suffering from eye strain. 
Many are workers under a poor 
light. Many dissipate with their 
eyes just as I do, and if this sim- 
ple prescription which costs 
nothing will help them, then I 
think this article is worthwhile. 
After attending a long movie ses- 
sion try the hot and cold eye treat- 
ment. Movies are hard on the 
eyes. After a night at the movies 
haven’t your cyes felt “queer” the 
next morning? 


Social Security 
By J. S. SEIDMAN, C.P.A. 


OREIGN complications” play 

a part even in federal social 
security rulings. An alien, after 
performing services in the United 
States in a taxable employment, re- 
turned to his home country and 
requested a refund of the old age 
tax he paid while working here. 
Uncle Sam said “no.” All services 
performed within the United States 
in a taxable employment are sub- 
ject to payroll taxes, regardless of 
citizenship of the parties or place 
where contract of employment was 
entered into. 

* * * 

Where “wages” for taxable em- 
ployment are paid in form other 
than money, payroll taxes are com- 
puted on the basis of the fair value 
of what was paid. Accordingly, it 
is ruled that where an employee ac- 
cepts a promissory note as remu- 
neration for employment, the fair 
market value of the note at the time 
of delivery constitutes taxable 
wages. 


Payroll taxes attach to payment. 
This applies not only to actual pay- 
ment, but also to the crediting or 
setting aside of wages for an em- 
ployee. Where compensation is cred- 
ited to employees’ accounts with the 
unrestricted right to withdraw the 
amounts so credited, the tax attaches 
at the time the wages are credited, 
regardless of the time of actual 
payment. 


* * * 


Now that the Social Security Act 
requires reports of wages “earned,” 
a recent ruling permits employers 
to prepare both the income tax and 
social security tax information re- 
ports on the same basis. For 1936 
and prior years, form 1099 (income 
tax) showed wages actually paid 
during the year, regardless of when 
earned. Amounts earned in Decem- 
ver but paid in January were thus 
reported in the year following the 
year when earned. This complica- 
tion is now eliminated. 
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GO AHEAD! 
INCREASE SALES WITH ATTRACTIVE 
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HELLER MODERN STORE EQUIPMENT 





Ge eS 


Pease 
R. L. Leeson & Sons Co., Elwood, Ind. 


December !6th issue Hardware Age. 


INSTALL HELLER HARDWARE STORE EQUIPMENT, 
properly made and designed to display and sell more merchandise in 
largest quantity. 


BUY HELLER STORE EQUIPMENT 


Housewares Dept. See complete story 


Many new features offered. 
Write today for illustrated 


It’s the kind that gives lasting satisfaction. 
An investment that pays big dividends. 
literature. 


DETAILS SENT FREE — WRITE 


W. C. HELLER & CO. 
138 Bryant St. 
Montpelier, Ohio 


TODAY! 


20 Vesey St. 
New York City 




















Pardon me for butting in: I’m looking 
for some additional lines to represent. 
Know where | can find any good 
ones? 














Certainly! You'll find many good 
accounts advertising under the 
heading of “Sales Representatives 
Wanted” in the Classified Sec- 

tion of HARDWARE AGE. Read } 
the ads in every issue and you 
will be reasonably sure to find 
the kind of a line you want. | 
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You will want to sell Streamliner! Engineered and 


priced to fit the market. Sensation in modern styling 
Burns low cost range oil, coal or wood. Quickly con 
vertible. New step saver Utility Shelf. New ash removal 
system. Ranges and Heaters that people want at 


prices they are willing to pay 


eRENOWN STOVE COMPANY «+ 


Oowoss0O , MICHIGAN 
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BLaispELL BUILDERS No. 659 is a popular 
seller to Carpenters, Builders and Contrac- 
tors who prefer it to all other pencils for 
clear, rapid marking. 


Made in three grades, No. 659 Hard, No. 
660 Soft and No. 664 Medium. Finished in 
Bright Red to catch the eye. Stock and dis- 
play these much demanded pencils where 
customers will see them and be reminded 
of their need. 


Samples furnished on request 
Order from Your Jobber 


“9 —— 
TSOC// Pcs PHILADELPHIA 
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Information regarding sources of supply as pre- 
vided readers of Hardware Age by the “Whe Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Namber. 


The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Liberty, N. Y.: Who makes Shur- 
Melt ice and snow removers?— 
Francis S. Pelsang. 


ANSWER: Thompson Materials 
Corp., 204 West Street, New York, 
i oe 


* * * 


Hershey, Pa.: Who makes the 
Olympiad figure ice skates?—Her- 
shey Department Store. 


ANSWER: Olympiad Skate Co., 
St. Paul, Minn. 


* * * 


St. Thomas, Ont.: Who makes the 
Stokol hydraulic coal stokers?— 
McMurtry Hardware Ltd. 


ANSWER: Schuitzer - Cummins 
1125 Massachusetts Ave., Indian- 
apolis, Ind. 


& * * 


Belfast, Me.: Who makes Domi- 
nant Metal polish?—Fred F. Pal- 


mer. 


ANSWER: Dominant Products 
Co., Inc., 359 Pearl St., New York, 
N. Y. 


* * * 


Franklin, Pa.: Who makes price 
card wall racks with removable leaf 
forms?—-Franklin Hdwe. & Plbg. 
Co. 
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ANSWER: H. A. Dunning, West- 
erly, R. I. 


* * * 


Columbiana, Ohio: Who makes 
the Presco gas range?—Lehman’s 
Hardware. 


ANSWER: Premier Stove Co., 
Belleville, Tl. 


* * * 


Port Washington, N. Y.: Who 
makes the Universal gas range?— 


Shields Bros. ' 


ANSWER: Cribben & Sexton 
Co., 700 N. Sacramento Blvd., Chi- 


cago, Ill. 
aa * * 


Attleboro, Mass.: Who makes the 
Peck’s lead rivets for mending ket- 
tles?—Wm. F. Flynn & Son. 


ANSWER: E. E. Peck Co., Me- 
dina, N. Y. 


* * * 


Beacon, N. Y.: Who makes the 
Keystoneware Ice cube bucket?— 


P. J. Challen. 


ANSWER: Keystone Silver, Inc., 
460 W. 34th St., New York, N. Y. 


* + 


Canton, Ohio: Who makes Bettle- 
ware?—Canton Hardware Co. 


ANSWER: Northern Industrial 
Chemical Co., 10 Elkins Street, Bos- 
ton, Mass. 


Sterling, Ill.: Who makes metal 
awnings with louvers, which may be 
opened or closed?—Phelps Hard- 
ware Co. 


ANSWER: Sunvent Metal Awn- 
ing Co., 3712 Bronx Blvd., New 
York, N. Y. 


Elmira, N. Y.: 1—Who makes 
the Pathegrams home movies? 2 
—also Castle movie films?—C. Ar- 
thur Miller & Son. 


ANSWER: 1—Pathegrams, Inc., 
30 Rockefeller Plaza, New York, 
N. Y. 2—Castle Films, 30 Rocke- 
feller Plaza, New York, N. Y. 


Newburgh, N. Y.: Who makes the 
Schul-Sons hand thread cutter?— 
Weed & Bagshaw. 


ANSWER: Consolidated Sewing 
Machine & Supply Co., 115 Broad- 
way, New York, N. Y. 
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Means Easy Sales 


KNOWN QUALITY Satisfied Customers 
SHARK BRAND CHISELS 








are made in 
Sweden from 


Beware finest Charcoal Steel. 
of Sturdy and well made. 
Stauton Discriminating workmen ap- 


preciate their known quality. 
Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to you. 


@ Stocked by leading jobbers, or write @ 
SANDVIK SAW & TOOL CORPORATION 


47 Warren St. 740 Washington Ave., North 
New York, N. Y. Minneapolis, Minn. 


Wess 


Hardware stores everywhere 
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report increased sales . . . more 
profits from quality files . . . customers 
like the cellophane-wrapped files. The 
No. 66 Retail File Display Unit is the big 
merchandising success of the current 


season. Your wholesaler can 


supply you Available 
for Nicholson or Black 
Diamond Files. Nichol 


son File Company, Provi 
dence, R.I., U.S.A. 


FOR EVERY PURPOSE 

















UNI 


Ax=S 
— J] 


pry 
Would “i 


Very - 
Noe Ce 











JANUARY 27, 1938 











THE McCORMICK SALES CO., BALTIMORE, MD. 














FUSES 


THE COLOR TELLS THE SIZE 


EYE-APPEAL 
is BUY-APPEAL 


The all-colored shock-proof top— 
the color-banded carton and the 
attractive 7-color display box are 
“Plus Values" that SELL. And 
that's more profit for you. 


Ask your Jobber for COLORTOPS 
Write for Sample 


TRICO FUSE MFG. CO. 


MILWAUKEE WISCONSIN 


738 COLORTOP 








THE NEW 1938 GARDEX CATALOGUE 


“df j 






now shows a complete line of 
modern “Soil-Flow” farm and 
garden tools that will bring you 
more business and greater profits 
than ever before. 

The GARDEX “Soil-Flow” 
pulling principle banishes back- 
breaking labor from garden and 
field and saves your customers at least four 
hours’ work out of every five. 

Saving this time and labor will make real 
friends out of your customers. Other dealers 
have found this true and have increased their 
tool business 2 to 5 times over their former 
business. 

Write today for this FREE catalogue. It 
will help you make more money. 


GARDEX, INC. e 
Box 10, 





F. J. Wolf, Pres. 
MICHIGAN CITY, IND. 











THERMOS 


TRADE MARK REG. U.S. PAT. OFFICE 


BRAND VACUUM WARE 
MADE ONLY BY 


THE AMERICAN THERMOS BOTTLE COMPANY 
NORWICH, CONNECTICUT 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $3.00 
All capitals, maximum, 50 words. : 300 
Each additional word......... 4 
Positions Wanted 
(Special | aa set solid, maximum, 
Be ED cacdvcdcccesivsesecssce .50 
Each additional word .............. 01 


Allow Bowen Words for Kewed Address or Your Address 


BOXED DISPLAY RATES 





pos, te 


DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. 


—~@— 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 
—@— 


HARDWARE AGE is published every 








Use this section to reach Hardware Manufacturers, Manufacturers’ 


Agents, Jobbers, Rcenecsceosed Salesmen, Retailers and Retail Salesmen 






NOTE 


Samples of Literature, 
chandise, Catalogs, etc., 
not be forwarded. 

—~e— 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 


Mer- 
will 








OY GD dt ctad-oencacecsene cesses $5.00 other Thursday. Classified forms close 
Each additional inch ......... 4.00 1.5 days previous to date of publication. 239 West 39th St.. New York City 
- « ore % * md fd 
£ Baainess Opportuni 2 | Wanted 





MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, £15 Central St., Kansas City, Mo. 

FOR SAL E -HAND 
elevator capacity 1% Tons, 
basement and two floors. 
an antique. Complete with track $50.00. Whole- 
sale cost when new $175.00. Hardware room 
remodeled, elevator stored. Address—F. G. 
Moser, Blue e Rapids, Kas. 


SEND FOR FREE WHOLESALE CATA- 
LOGUE with Lowest Prices on Auto Supplies, 
Garage and Shop Equipment and Tools. All fast 
moving items, and in daily demand by garages, 
auto supply stores, auto repair shops and gasoline 
service stations Address—Americen Tradine 
Exchange, 1189 Bedford Ave., Brooklyn, N. Y 





ROPE OT 1S freight 
platform 4 by 6 ft., 
Good condition. Not 


























EASTERN MANUFACTURER OF BUILD. 
ERS’ HARDWARE wants experienced salesmen 
to travel on a commission basis in the states of 
Alabama, Florida, Georgia, North Carolina, South 
Carolina, Tennessee, Virginia and West Virginia. 
Only men with a following, who are willing to 
work and can earn a large commission need apply. 
Address Box C-859, care of Harpware Acer, 


239 W. 39th S&t.. N. ¥. City. 

BROKER TO SELL BUGGUN TO JOB 
BERS. TWO YEARS OUTSTANDING SUC 
CESS IN CUSTOMER APPEAL AND 


DEALER RE-ORDERS. EXCLUSIVE POPU. 
LAR PROTECTED 35¢ SELF DUSTER COM.- 
PLETE WITH NON-POISONOUS GENERAL 
UTILITY ROTENONE INSECTICIDE DUST, 
IDEAL FOR HOME GARDENS, FLOWERS, 
ORNAMENTALS AND HOUSEHOLD USE. 
GIVE QUALIFICATIONS FIRST LETTER. 
ADDRESS — THE KALO COMPANY, 
QUINCY, ILLINOIS. 











. . r 
Sales Representatives Wanted 
on commission basis by prominent Import House 
representing largest German hurricane Jantern manu- 
facturer. 

Territory: Pacific Coast States and other far western 
territory. Splendid opportunity. Ideal side line. 

Address - C-851. care of on AGE 
239 W. 39th St., N. Y. Cit 











OUTSTANDING NEW YORK WHOLE. 
SALE HARDWARE, Housefurnishing and Elec- 
trical House requires the services of an experienced 
salesman for the Jersey Coast. Must be thoroughly 
experienced with the lines mentioned and have 
following. No others need apply. State last five 
years employment, confidential. Commission basis 
only. Address Box C-847, care of Harpware 
AGF . 239 W. 39th St., N. Y. City. 


AN “UNUSUAL OPPORTUNITY FOR IM. 
MEDIATE profit with yearly repeat commissions 
from each sale is offered to successful salesmen 
now traveling a regular territory. A _ side line 
that positively will not interfere with your pres- 
ent sales work and which should become more 
Profitable than your regular lines. Character ref- 
erences required. Address—Wright Products Mfg. 
Company, Minneapolis, Minnesota. 

PART OR FULL TIME—STRAIGHT com- 
mission—-selling to dealers (Hardware, sporting 
goods, bicycle, outboard motor dealers, motor- 
cycles, etc.)—America’s only  super-lightweight 
motorcycle—sells @ $140.00 delivered—Manufac- 
turer well established—fourth successful year on 
the market. State experience, present connection 
and references. Address—Simplex Manufacturing 
Corporation, New Orleans, La. 


ou TSTANDING WHOL ESALE HOUSE 
HARDWARE, HOUSE-FURNISHINGS, elec- 
trical supplies, requires services of expert sales- 
man for North Jersey, Brooklyn, Long Island. 
Must be thoroughly experienced and have follow- 
ing. Application will be considered strictly con- 
fidential. Give references and complete informa- 
tion in first letter. Address Box C-852, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 
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REPRESENTATIVE, 


ESTABLISHED, 
HARDWARE, PAINT, LUMBER, department 
store and industrial trade, entire State of Wis- 
consin wants lines. Will produce. Address 
Box C-857, care of Harpware Ace, 239 W. 
39th St.. N. Y. City. 


EXPERIENCED TRAVELING SALESMAN 
COVERING THE Piedmont Section of North 
Carolina, is open for a few additional lines of 
quality merchandise, especially the following: 
screen wire, bicycles, oil ranges, heaters, locks, 
hinges, floor coverings and linoleum rugs, lawn 
mowers and lawn hose, etc. 
= of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 








YOUNG EXPERIENCED STOCK 
DESIRES position with wholesale or retail firm 
in Metropolitan area. Excellent references. 
Salary secondary. Address Box C-863, care of 
HARDWARE Ace, 239 W. 39th St.. N. Y. City. 





POSITION WANTED BY MAN THOR. 
OUGHLY acquainted with hardware jobbing trade 
in New York, Pennsylvania, Delaware, Maryland, 
Washington. D. C. Salary or salary and com- 
mission. Address Box C-853, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 





ENERGETIC AND AMBITIOUS YOUNG 
MAN, 22 years old, single, with driver's license 
desires position. Has had eight years’ experience 
in the hardware, paint, plumbing and electrical 
supplies and also housefurnishing lines. Address 
Box C-862, care of Harpware Ace, 239 W. 39th 
St.. N. ¥. City. 











MAN | 





Address Box C-832. | 





EXECUTIVE 
AVAILABLE 


A young, vigorous-minded exec- 
utive is available for position 


where the solution of a business 
problem requires experience and 
abilities involving knowledge of 
management activities. This man 
is profit-minded. He believes in 
approaching a problem through 
sales—which means first finding 


out the desires of the consumer 
and then developing the most 
efficient use of facilities and per- 
sonnel to earn the best profit for 
the stockholders. Grounded in 
markets, research technique, 
marketing and promotion and 
advertising, personnel work and 
general business management 
and policies. Officer of large cor- 
porations. Engineering graduate. 
Intimate knowledge of capital 
goods businesses as well as ex- 
perience with consumer outlets. 


ADDRESS BOX C-844 
Care Hardware Age, 239 W. 39th St., N. Y. City 





SALESMAN MANUFACTURER’S REPRE 
SENTATIVE CALLING FOR the past 12 years 
on the Hardware, Housefurnishing and Elec- 
trical jobbers in Metropolitan New York; also am 
well acquainted with the chain and Departmen: 
stores. Commission basis. Good references. Ad 
dress Box C-856, care of Harpware Acer, 239 
W. 39th St., N. Y. City. 





SALESMAN, 37, CHRISTIAN, DESIRES TO 
REPRESENT manufacturer of hardware or me- 
chanical device interested in developing eastern 
market. Broad experience contacting chief execu- 
tives of Targe industrial organizations, has ap- 
pointed, educated and developed hardware and elec- 
trical distributors, sold large industrials, architects, 
department and chain stores. Will travel. Ad- 
dress Box C-846, care of Harpware AGE, 239 W. 
39th St., N. Y. City. 
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Positions om Wanted J 
' BUILDERS’ HARDWARE MAN, EXPERI- HARDWARE MAN WITH FIFTEEN | 21 YEARS’ EXPERIENCE IN SELLING, 
ENCED ARCHITECTS plans and specifications | YEARS’ experience in retail hardware desires | Hardware, Hous efurnishings, Toys, Mill & Fac 
on all classes building construction. T horough position with reliable retail firm. Well versed in tory Supplies, Sporting Goods, Paints, etc.. Win 
knowledge leading lines finishing hardware, tem- | most lines. Can arrange, sell and have done some | low tr Ss | lud 
plate work, scheduling and details. Capable de- | managing. Best of references as to honesty and | pase wane. ap i gtr pee ag ee eee 
partment manager. Age 35, married. Address | experience. Ohio or Michigan preferred but can | sampling work on draws and panels, Hardware 
Box C-854, care of Hasow ARE AGE, 239 W. 39th | locate anywhere. Address Box C-861, care of | meaner steertiong, do atl of my ewe sen 
St.. N. ¥. City. Harpware Ace, 239 W. 39th St., N. Y. City. | card and sign work. wish to locate with a good 
YOUNG MAN, 25. PERSONABLE, ALERT. Rik ah pee live organization—Middle West Preferred. Ad- 
ambitious. At present employed. Three years’ YOUNG MAN, AGE 29, WITH 15 years’ ex- dress Box C-858, care of Harpware Acre, 239 W. 
experience in wholesale mill and marine supplies. perience in retail hardware and paint line desires 39th St.. N. Y. City. 
Competent at telephone sales desk. Seeks to con- | position with firm where there is a definite oppor- 
tact progressive organization which will train him | tunity. Seven years as mz anager. Employed af 
for future position as outside salesman. Address | present but desires an opportunity to make good | ~ 7 
Box C-860, care of Harpware Ace, 239 W. 39th | with a business as he would his own. Best of 
a. . F. City. references. Single, can locate anywhere in U. S. 
PES a ig gh ae care of Harpware Ace, 239 4 
39th St Y. City. | ca 
ENERGETIC AND CAPABLE a ' Hardware Personnel 
HARDWARE MAN EXPERIENCED SALESMAN ~ RESIDING | Our files contain applications of several hundred 


desires selling position with manufacturer or jobber. 

0 years’ experience buying and selling to builders, 

architects and consumers both outside and inside. 

Married, but willing to locate anywhere. Have 

driver's license. 

Address Box . care of nang ans AGE, 
239 W. 39th St., N. Y. City 

















IN OAKLAND, C:1., wishes to represent Hard- 
ware jobber on Pacific Coast. Years of experi- 
ence selling hardware and tools retail, wholesale 
and as factory representative. Age 33; has 
splendid references; fine personality coupled with 
practical experience. A Real Producer. Address 
Box C-855, care of Harpware Acr, 239 W. 39th 
_: D.. 2 Coe 





experienced and well trained employees im the 
a industries. 
CHARGE Waenvice, FOR THIS 


be of a 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Stree New York City 

Wis. 7-1802, 1808 

















Only RESULTS Count in Advertising 
Let the FIGURES Speak for Themselves 


Performance beats promises every time. 
The Classified Section of Hardware Age 
has been and is giving the kind of per- 
formance that advertisers appreciate. 


4,547 Replies to Box Number Advertisements 
from September, 1936, to September, 1937 


prove the results in actual figures that 
Hardware Age secures for its Classified 


Advertisers. These 


represent a GAIN of 1,041 replies OVER 
the corresponding period in 1935-’36. 


impressive figures 


do for you. 


HARDWARE AGE 


239 West 39th Street 


A.B.C. 


Classified Opportunities Dept. 
(A Chilton Publication) 


— Charter Member — 


New York, N. Y. 


A.B.P. Inc. 


When business seeks Opportunities, or 
Sales Representatives, or Accounts, Help 
or Positions Wanted it speaks through 
the trade paper that covers the trade and 
“Delivers the goods.” 


And a still LARGER GAIN of 2,575 
replies MORE than the same period the 
year before. These results—this dominant 
leadership narrows right down to one con- 
clusion: What the Classified Section of 
Hardware Age does for others—it will 
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Florence Stove Co. 


sel 11 | 
aan 


Thermos Bottle Co..... 
Wire Fabrics Corp..... 
Ames Baldwin Wyoming Co..... 


. Co. 
Frigidaire Div. of General Motors 


11S! 


Archer-Daniels-Midland Ca 


> 
= 


| 


> 
= 


Automatic Products Co. 


on 


| =) 


& | 


Genral Electric Co., 
General Electric Co., 


Electric Co., Appliance 


| 


Bayer-Semesan Co. 
Behr- Manning Corp. 








Bendix Products Corp., 
BEG. cvsocesecucescosesocec 


Benjamin Franklin Hotel 


Birdsell Corp., The 
Blaisdell Pencil Co 
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——_, foo CO. wececcecees _ — _— ie , ‘* e ite. sede 
Phoenix Mfg. Co. ........++.4. = RE a ocascacnccsle 
Pittsburgh Plate Glass o., Wickwire iponeer Steel Co. ..+. — Hi 
(Paint Div.) -..--. + — | Wilson & Co., Inc., OC. EB. ....+- 100 23 
Pittsburgh Plate Glass" Go., Winchester Repeating Arms Co.. 11 
(Pennvernon Div.) ..... Witt Cornice Co.......seeeeees = G 
Pittsburgh Plate Glass” "Go., Wood Shovel & Tool Co. ....... 20 
oe arene) mernnaensed F Wooster Brush Co. ........+ 2 
sburg! ae. GR. cancenseas ; = 
Plastic Wood Div. of The A. 8. Wright Steel & Wire Co., G. 
/ SS er ere — 25 
— yy B. cccccce —_ 
ymouth Cordage Co. ......... — 
Premax Products .......- . 84 = Mi 
Progressive Mfg. Co., The —_ 
Puritan Cordage Mills eecceseee ==! Yale & Towne Mfg. Co., The .... 8 Al 
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Simplify Your Stock Taking with the WHITE 


mely Careful That Yo" 









































Actual size of sheets 9% by 12 inches 
over all; writing area 8, x 11% 
inches. Sheets printed on both sides, 
of good white bond paper, with 28 entry 
lines on each side. Price $1.00 for 200 
sheets (400 pages) plus 25¢ mailing 
charge. 


CONDENSED HARDWARE AGE INVENTORY FORM 


To make -~your annual inventory taking an 
easier, surer job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
new sheet was designed—in a new size and form 
to sell at a new low price—200 sheets for only 
$1, plus 25c mailing charge. As these sheets are 
printed on both sides of good white bond paper, 


this means you really get 400 pages of inventory- 


record sheets. Each page has room for 28 items. 
Your $1.25 investment provides inventory space 
for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
lions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 


it's even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used by thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 


eecnnnccancccccnccnccscencscssen UGE THIS COUPON........00cccccccccscecccesscees- 


HARDWARE AGE 
239 West 39th Street, New York, N. Y. 
Gentlemen: 


Here is my §............. Please send me.......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00, plus 
25c mailing charge). Also send me.......... Binders (50c each). Send these to me by return mail. 
ES A iri. oc: 6igisBin dg acne rhs WA ep REA eRe A Aa I 5.55 acas s/s aca laxsp a arae ecdiclerec Oia baa ne SaaS 
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To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in %4 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N. Y. 


WATERPROOFED - 




















Easy Sales and 
Big Profits Hang _ 
on Small Items like Hi 





FREE! 


Compact, 
all-metal, 









MOORE dopiet 
PUSH-PINS and Suh cosh 


assort- 
ment of 


72 packs. 


PUSHLESS HANGERS 


And these easy sales will double 
or triple when this handsome dis- 
2 play cabinet is kept in sight. Na- 
“2 tional advertising has taught your 

+ Sea, customers the need for these 
=, handy products, already in use in 

‘ most homes, but thereis a growing 
»  meedformore...aneed which this 
b: cabinet will quickly bring to mind. 


MOORE PUSH-PIN CO. 


Manufacturers of MOORE Push-Pins 
ind MOORE Pushiess Hangers 


a inge 
113-125 Berkley St., Philadelphia 


MOOoOo 











SEAL-KRAFT 


SEAL-PAKT—SEAL-POTTED 


ROSE BUSHES 


SHRUBS, VINES, ETC. 














—————————————Ee 


A complete plant service. 
Full particulars on request. 


C. E. WILSON & CO., INC. | . 7... 


Manchester, Conn. 1894506 
SOUTHERN PACKING PLANT, Jacksonvitte, Tex. 

















DESIGNERS «cd MANUFACTURERS of BUILDERS HARDWARE 





WKINNEY 


MANUFACTURING CO. PITTSBURGH,PA. 


PREFERRED FROM COAST TO COAST, 
A PROFITABLE LINE FOR YOU 











Genui° DOMES ¥ SILENCE 


SLIDE SILENTLY - SOFTLY- SMOOTHLY 





40c SET -10c SET - 10c SET SAVE FURNITURE 
SS __{\f”& FLOORS-CREATE QUIET 
| aod ) = Name “Domes of Silence’ 


on each genuine Glide. 












Domes of Silence 
Rubber Cushion Glides 

For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 














Ask your Jobber. If he is not supplied write to 














DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 





MAILING LIST 


of 
WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling Through 
Hardware Channels Needs 
a Copy. 





Indispensable for 


1 Calling on Hardware Jobbers 
2 Your Credit Department 
3 Direct Mail Work 


It Lists: 











PRICE 
SHELF HARDWARE JOBBERS 
HEAVY HARDWARE JOBBERS e 
MILL SUPPLIES DISTRIBUTORS 
PLUMBERS’ & TINNERS' SUPPLIES JOBSERS A COPY 
MANUFACTURERS’ AGENTS pines incl 
HARDWARE CHAIN STORES ae 
HARDWARE ASSOCIATION LISTS 





HARDWARE AGE VERIFIED LIST 
239 W. 39th Street New York, N. Y. 
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With ““TQP-SPEED”’ BURNERS 


These Fast, Powerful Burners have built a repu- 
tation for cooking speed that makes BOSS OIL 
STOVES fast selling—profitable. 


New Catalog on request. See the BOSS: Exhibit, 


space 503, at the American Furniture Mart, Chicago. 





THE HUENEFELD COMPANY... CINCINNATI, OHIO 


JANUARY 27, 1938 








18435-Suapescns MNETY-FIVE YEARS OF HONORABLE SERVICE-1938 


BALL Bean G 
FISHING 
REELS 


“ORIGINATED BY Us” 


Se) ae 
SIXTEEN STYLES 

KRilaiting From 

a 








Oeisiead be i a sta - 7 
EASILY ADJUSTED TO GIVE PERFECT BALL BEARING SERVICE 


MADE FOR 
FISHERMEN 
WHO KNOW 


OUR STOCK OF FISHING TACKLE IS COMPLETE 


“DIAMOND EDGE 1S _A QUALITY PLEDGE” 
Shapleigh National Series No. 2136 HARDWARE AGE 
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